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Are Fire Marshals 
Worth Cost of 


Their Maintenance? 


Judging by Results Obtained the 
Answer to This Question Is 
Decidedly “No” 


JOBS FOR POLITICIANS 
Fire Companies Taxed from One- 
fourth to One-half Per Cent. 
on Gross Premiums 
One item of expense in the fire tnasur- 
ance business which amounts to a lot ef 
money as the years roll on and from 
which the results are strictly minimum 
in most states of the union is that of 
maintenance of fire marshals. If Tue 
EASTERN UNDERWRITER were not. circu- 
lated in polite society and applied hard, 
blunt names it would say that here is an 
instance of annoying and petty graft, sc 
far as most of the thirty odd_ states 
which have fire marshals are concerned, 
the states profiting by the grait and the 

fire insurance companies losing. 

When a state makes up its mind to 
establish a fire marshal’s office the next 
step is to get the insurance companies 
to pay for it, and this is done by taxing 
the gross premiums anywhere from 4% to 
’%. Nobody else is asked to lend a 
hand in the support of these offices and 
officers and their assistants and super- 
numeraries on the theory that they are 
saving the insurance companies a lot of 
money by preventing fires threugh a 
vigorous investigation of the arsonists 
followed by prosecution in the courts. 
Even if the fire marshal outfit did make 
setting fires unhealthy and threw the 
fear of God into the hearts of those hav- 
ing a tendency to wield the terch the en- 
tire community would benefit, as well as 
the insurance companies, but the com- 
munity is not asked to share any of the 
expense and does not do so. Of course, 
the mutual insurance companies are ex- 
empt as no state would make any such 
levy on them. 


Soft Jobs For Many 


An investigation of the fire marshal 
situation shows that with the exception 
of a handful of states, such as North 
Carolina, lowa, Alabama, West Virginia 
and South Dakota, very little is done in 
the way of investigating fires on their 
own initiative. There have been some 
cases where they have unearthed scme 
crooked fires, but there are more that 
they do not know about than they do 
know about. 

The marshals can be classified into 
three groups: 

In Group No. 1 the money collected 
from the insurance companies furnishes 
peliticians with an opportunity to fill a 
number of offices, give jobs to henchmen 


(Continued on page 23) 








PHCENIX 


Assurance Company, Ltd., 
of London 
100 William Street, New York 
A corporation which has stood the test of time! 142 years 
of successful business operation. World-wide interests. 
Absolute security. Excellent service and facilities. 


Fire, Automobile, Rents, ~= Values, Use & Occupancy, Tor- 
mado, Sprinkler, Leakage, Explosion, Riot & Civi) Commotion. 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, 


Burglary & Theft, Accident & Health, Plate Glass. 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 





FIRE—AUTOMOBILE—MARINE 


INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 


























‘“Pennmutualism’”’ 


——) 


At the top of PENNMUTUALISM, one of our three monthly Agency pub- 
lications, is this definition of that unusual word: 

“The Superlative Degree of Service—Helpfulness that is Unselfish—Per- 
formance Beyond Obligation.” 

It describes life insurance at its best, and is therefore, as it ought to be, 
a Company ideal and is not “advertising bunk.” It is a vital force in the 
work of this great and vigorous Company energizing and inspiring Home 
Office and Field alike. 


We have places for men and women who are animated by its spirit. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 
Organized 1847 














Reliance Life Men 
Hold Meeting at 
Colorado Springs 


First Agency Cotheving in West 
Marked by Informality and 
Gocdfellowship 


NO SET PROGRAM USED 


Company Putting Out Two New 
Term Policies; Western 
General Agents Present 


By Cyrus K. Drew 


This story should carry the heading: 
“A Convention Different.” It is the 
story of a Reliance Life meeting of home 
office officials with their agents. The 
setting was the famous Broadmor Hotel, 
Colerado Springs, September 15-17, the 
representation the field comprising the 
Western Division, of which Angus All- 
mond is superintendent of agencies at 
Denver. 

The average home office exhibition 
at their own agency gatherings is of cer- 
tain picked officers, sent out to meet the 
delegates, who make one set speech, and 
try to get away without sacrificing the 
dignity that belongs with exalted station. 
The Reliance Life folks appear to have 
evolved a better plan. [ven if you were 
not told so you would at once sense the 
fact that those attending from  Pitts- 
burgh headquarters had nothing of the 
“Big I” in their make-up. The fact finds 
frequent expression from fieldmen at a 
Reliance Life gathering for it is manifest 
in all the relations between the staff and 
the field laborers. 


No Set Speeches On Program 


There were no set speeches at this Re- 
liance meeting. No printed program of 
what was to take place was available. 
True, there had been ample preparation 
on the part of those told to come and 
reveal from their personal experiences 
the magnet that lies in the Reliance Life 
“perfect protection” appeal. With up- 
wards of forty speakers only’ two 
actually read prepared papers. All spoke 
spontaneously and with ease in telling 
of the vital things that pertain to the 
selling of their company’s goods. 

Seven head office men were present. 
You wouldn’t have knewn this unless 
you consulted the dope sheet whereon 
their names and titles appeared, for they 
sat unostentatiously at the rear, always 
mingling with the crowd. No Madam 
Jarley’s wax-works exhibition for them. 
Not one of them had a set speech and 
their informal talks to the meeting were 
of the unaffected style of modest deport- 
ment expressive of the cooperative spirit 
that actuates the entire organization of 
this company. It was the “folksiest” 

(Continued on page 8) 
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Satisfaction 


QUK commissions are only part 





of the reward that you receive 
for writing group insurance. 


Group insurance affords you a 
satisfaction which cannot be meas- 
ured in dollars and cents. 


\s you go through your territory 
you will pass healthy, well-dressed 
children going to school, who are be- 
ing brought up on the benefits from 





the group policy you placed. 
‘ 


You will pass homes which would 
have been foreclosed when the wage 
earner died, had there not been the 
group benefits to pay off the mort- 


gage. 


You will hear of families who prob-: 
ably would have become dependent 
upon charity after the breadwinners 
died had they not been encouraged 
to fight their way back to independ- 
ence by the providential arrival of 
the group payments. 


Selling group insurance is prac- 
tical, profitable philanthropy. 


| 
Tue Travecers Ins EC | 
2 TRAVELERS INSURANCE COMPANY | 


Tue TRAVELERS INDEMNITY CoMPANY 
Hartrorp L. F. BUTLER, PRESIDENT CONNECTICUT 


THE TRAVEL ERS | 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY 
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Welcome Lunch Given 
To Hart and Eubank 


GENERAL AGENTS MEET THEM 
Informal Gathering at Drug & Chem- 
ical Club Introduces Aetna Life 
Managers to Fraternity 
A number of leading general agents in 
New York turned out for a welcome to 
New York affair held in honor of Hugh 
D. Hart and Gerald A. Eubank at the 
Drug & Chemical Club last Thursday. 
Among the guests were J. Elliott Hall, 
Penn Mutual; Jos. D. Bookstaver, Trav- 
elers; Lawrence Priddy, New York Life; 
Peter M. Fraser, Connecticut Mutual; 
Julian M. Myrick, Mutual Life; Harry 
Gray, Connecticut Mutual; Graham C. 
Wells, Provident Mutual; Rebert L. 
Jones, State — Harry Gardiner, 
Jonn Hancock; George W. Ayars, presi- 
dent of the Los Angeles Life Under- 
writers’ Association; C. A. Foehl, The 
Prudential, and Harry I. Morrow, presi- 
dent of the Life Underwriters Associa- 

tion of New York. 

The affair was given an added touch 
of sentiment by the presence for a short 
tine of T. R. Fell, manager of the 
Massachusetts Mutual who has returned 
to his office after an illness of several 
months. 

One of the interesting features of the 
luncheon was a discussion of New York- 
ers and how they are regarded through- 
out the country. Mr. Hart, who comes 
from Arkansas, admitted that people ot 
this city are often regarded as provincial 
by outsiders, but the welcome given to 
him and his partner, Gerald A. Eubank, 
showed that big heartedness was really 
a dominant characteristic of the people 
here. He cautioned the New Yorkers 
not ta hold the outlanders in low esteem 
merely because they came from small 
towns, and gave instances of men in 
Arkansas who had come to New York 
and made great successes. Julian Ss 
Myrick gave the New York viewpoint, 
illustrating how institutions of this city 
reached out and brought into the metro- 
polis leaders in all lines, Messrs. Hart 
and Eubank being an example. Harry 
Gray as a new manager, also praised 
New York and extended a greeting to 
Messrs. Hart & Eubank. After several 
others had spoken Mr. Eubank re- 
sponded, expressing the pleasure he -and 
Mr. Hart felt in coming to New York 
and promising that the angency would 
be conducted on a — plane. 


iiiaticnaibiitating 


NEW GENERAL AGENTS 





C. R. Gowen in Rochester and J. A. Marr 
in Washington for State Mutual 
Life of Worcester 


Charles R. Gowen has been appointed 
general agent of the State Mutual in 
Rochester. He has been one of the com- 
pany’s most successful producers since 
1920, the year of his connection with the 
company in Syracuse. For two years 
he has been assistant to General Agent 
Husted, of Syracuse. Bruce Sweet, for- 
mer general agent of the company at 
Rochester, has renewed his association 
with General Agent Merrill in the DBuf- 
Tuo agency. 

Joseph A. Marr is now general ayent 
o: the State Mutual at Washington, 
D. C. He started as a part-time agent 
in 1917 while attending Georgetown 
University Law School. Then he be- 
came a full time agent at Washington. 





START PHILADELPHIA COURSE 

The Life Insurance Training Course at 
the Philadelphia Y. M. C. A. starts next 
Tuesday evening with addresses by Paul 
Loder, Provident Mutual, president of the 
Philadelphia Life Underwriters Associa- 
tion; E. J. Berlet, Guardian Life, chair- 
man of publicity committee; F. L. Bettger, 
Fidelity Mutual, chairman of educational 
committee, and A. P. Shalet, Mutual Life, 
the instructor. Classes meet every Tues- 
day evening for sixteen weeks. 














The Investment 


Universal recognition of Life 


Insurance as one of the world’s 





most dependable investments 


has come gradually. 


Its uses are being multiplied, 
new policies are ever being 
fashioned and Life Insurance 
agents have become Life In- 
surance Salesmen by selling a 


big service to humanity. 


Through the salesman’s ef- 
forts and judicious advertising 
Life Insurance has been 
cemented in the minds of the 
public as a most liberal, benef- 


icent and certain investment. 


The Prudential 


Insurance Company of America 
Epwarp D. DurrieLp, President 


Home Office: Newark, New Jersey 


STREMCTH oF! 
CramALTaR 
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Cowen and Dodson 
Now General Agents 


GET PHOENIX MUTUAL LIFE 





Hartford Company to Have Second 
Agency Office Here; New —— 
agers S ful Prod 








The Phoenix Mutual Life has ap- 
pointed as general agents of an uptown 
office in New York located at 25 West 
43rd Street, Alexander Cowen and R. 
Lester Dodson. The other general 
agency is that of Orra S. Rogers and 
L. H. Andrews downtown. 

Mr. Cowen had his first life insurance 
experience wth the T. R. Fell Agency 
at 71 Broadway. He first started sell- 
ing in 1915 and has since been a large 
personal producer. Before going into 
the life insurance business he was an 
office man in another line and had no 
selling experience. 

Mr. Dodson had been with the Massa- 
chusetts Mutual for eighteen years. He 
was in the Richmond office in a clerical 
capacity when he was transferred to 
the Fell Agency in New York as assist- 
ant cashier about ten years ago. He 
has been selling life insurance for the 
past nine years. 





INSURES NEW JERSEY GUARD 





Prudential Closes $10,000,000 Case on 
6,500 Guardsmen; Conditions 
of Contract 

The Prudential has closed a group con- 
tract on the 6,500 of the New Jersey 
National Guard. The premium rate quoted 
will not be in any case more than $2 per 
quarter for each $1,000 insurance and when 
the ages of the unit are obtained the rate 
may be lower. 

A feature of the policy is that it will 
be in full force even though the Guard is 
called into active service without any extra 
premium charge. There will be no re- 
strictions as to age, occupation or travel. 
It is believed that the total amount in- 
volved will approximate $10,000,000. 

The insurance is being offered to the 
Guard under two general plans. Plan “A” 
provides for $1,000 insurance for privates, 
$1,500 for non-commissioned officers, and 
$2,500 for commissioned officers. Plan “B” 
doubles this amount in each case, but the 
rate per $1,000 is the same. A unit must 
decide on either one or the other of the 
plans. There is a provision attached to 
either of the plans, by which members 
of the Guard, other than commissioned 
officers, may increase their insurance upon 
each re-enlistment, under Plan “A” $500, 
and under Plan “B” $1,000, until a maxi- 
mum has been reached, respectively, of 


$2,500 or $5,000. 
RAISES LIMITS ON WOMEN 





Kansas City Life Also Increases Its 
General Maximum to $100,000 On 
Standard Risks 
The Kansas City Life has increased 
its limits that will be accepted on wom- 
en risks and also it has raised the 
amount it will accept on standard risks 

from $50,000 to $100,000. 

The former limit of $10,000 on single 
women and widows is raised to $25,000. 
Married women with children and mar- 
ried women aged 30 and over without 
children will have a $10,000 limit. On 
joint lives of husband and wife, subject 
to the general rules as to women, the 
limit will be $10,000. 


HALL AGENCY ORGANIZES 


Members of the J. Elliott Hall Agency 
of the Penn Mutual which succeeds Hall 
& McNamara, held their first meeting in 
their new quarters at 30 Church Street 
this week with sixty agents present. Mr. 
Hall retains the services of T. B. Adler, 
who will be in charge of agency building 
and development; A. P. Uihlein, formerly 
assistant, will continue as assistant man- 
ager in charge of outside agents; cashier 
H. P. Gallagher continues in that capacity; 
Roy Forshay will be counterman for Mr. 
Hall, as in the old agency. 
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The Object in Training Life Underwriters 


Ninth Paper 


The Equitable Life Assurance Society of the United States 
has always insisted that the life underwriter must be a trained 
expert. But the reason for this is not clearly recognized by 
the people. Norisit thoroughly understood by the agents them- 
selves. Indeed, the general belief is diametrically opposed to 
the truth. It is vaguely imagined that the object of this training 
is to furnish the agent with information to be passed on to his 
clients. On the contrary, the object is to save his clients the 
necessity of delving into the principles and practice of life insur- 
anee, or of studying the technical details of the business. 


The agent’s province is precisely like that of the lawyer or 
physician. 

A client goes to the lawyer for the express purpose of avozd- 
ing the necessity of studying legal theory and practice. 


An invalid goes to the physician to be cured; not to listen 
to lectures on anatomy, physiology, and surgery. 





But the client would not think of going to the lawyer un- 
less he believed him to be a professional expert. Nor would the 
invalid go to the doctor unless he believed him to be a thor- 
oughly competent physician. 


Thus it should be with the agent. His aim should be to get 
a training that will fit him to practice his calling as a profession. 


The father of a family and the business man, want protec- 
tion and peace of mind. They do not want to become insurance 
experts. But they know, or ought to know, that they need the 
advice and guidance of a trained expert—a_ professional life 
underwriter. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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Fidelity Mutual 
Announces Changes 


NEW INCOME POLICY ISSUED 


Liberalizes Disability Clause; Adopts 
Monthly Premiums; Fidelity Lead- 
ers at White Sulphur 








The annual convention of the leaders’ 
club of the Fidelity Mutual Life was held 
at White Sulphur Springs from Septem- 
ber 14 to 17. Over 200 delegates were 
in attendance from 32 different states. 
The officers and directors of the club 
are self-elected, these honors going to 
the fifteen men of highest premium pro- 
duction. Clayton M.-Hunsicker, of Phila- 
delhpia, won the presidency of the club; 
Karl Collings, of Philadelphia, claimed 
the vice-presidency, and Patrick J. 
Grogan, of Johnstown, second vice- 
presidency; Franklin L. Bettger, of 
Philadelphia, the secretaryship, and B. 
F. Fraser, Jr., of Atlanta, Ga., elected 
himself treasurer. 

The convention opened cn Monday 
morning. The afternoon was given over 
to the annual conference of the com- 
pany’s agency managers. All day Tues- 
day was devoted to a salesmanship pro- 
gram, including among other numbers a 
very unusual sales demonstration. Jchn 
A. Houston, of Spokane, Wash., sold F. 
J. Durgin, of Springfield, Mass., a 
Fidelity income-for-life contract, carry- 
ing the whole transaction through from 
the initial approach to the settlement and 
examination. Fulfilling needs claimed 
a liberal share of the day’s discussion. 
Three concrete cases were included in 
the program, each prospect being de- 
scribed in detail. Another interesting 
number was entitled “How to Write at 
Least One Application a Week.” 
Twenty-two agents with a perfect score 
of weekly production since January 1 
were called to the platform. Three of 
these, Stanley H. Gettis, of Washing- 
ton, D. C.; Mrs. H. G. Carnes, of At- 
lanta, Ga., and Thomas M. Green, of 
Baltimore, acted as spokesmen for the 
group, and in rapid-fire five-minute talks 
sold the convention the weekly produc- 
tion idea. 

Addresses were made by George H. 
Wilson, general counsel of the company, 
on disability problems; Fredreick A. 
Wallis, manager for Greater New York, 
on “Starting the New Agent in His Life 
Insurance Work;” F. W. Heron, Pacific 
Coast supervisor, on “Some Factors in 
Life Insurance Salesmanship;” and 
Franklin L. Bettger, Philadelphia, on 
“Income for the Beneficiary.” 

President Talbot announced some in- 
teresting changes the company is soon 
to put into effect. Among other things 
is the adoption of a monthly premium 
plan, some improvements in the direction 
of liberality in the company’s disability 
clause, and the adoption of a new guar- 
anteed five per cent. income policy. In 
case of the death of the insured under 
this policy, if the proceeds are left with 
the company, an income of not less 
than five per cent. is guaranteed to the 
beneficiary, and this income may be 
further increased by excess interest 
earnings. These changes were hailed by 
the agency force with a great deal of en- 
thusiasm. 

A unique feature of the meeting was 
a home talent minstrel show, staged on 
Tuesday evening in the ball room of the 
Greenbrier Hotel, in which the conven- 
tion was héld. Agents from the Pacific 
Coast, New England, New Orleans and 
Atlanta, who had not seen a line or 
heard a song of the skit until Monday 
morning, put up a black-face demonstra- 
tion that will linger long in the memory 
of the audience. There was also a 
beauty contest that was a scream. The 
final day, Wednesday, was devoted to 
recreation, and a full program of field 
sports, including golf, tennis, swimming, 
baseball and horseshoe-pitching, was car- 
ried through. 


ENTERS. IOWA 
The State Mutual has entered Iowa. 





PRUDENTIAL GROUP ADS 





Company Is Carrying Group Life Direct 
to the Public in Human Interest 
Advertisements 
The Prudential is conducting an adver- 
tising campaign in the magazines of na- 
tional circulation, such as “The Saturday 
Evening Post” and “Collier’s,” devoted 
to group life insurance. The Prudential 
is probably the first company writing 
group to undertake an advertising cam- 
paign putting the group insurance idea 

directly before the public. 

The copy used is in page space and 
led off with the uses of group insurance 
in fostering the community of interest 
of the employe, the employer and the 
family. Other ads that have followed so 
far tell of actual cases of how group 
insurance has operated to benefit the 
employer, the employe and the latter’s 
family. One actual case used as the 
basis of the latest ad copy is that of a 
workman who was fatally sick with 
tuberculosis and dropped out of sight. 
His uame was dropped from the em- 
picver’s rolls. Some time afterward his 
widow walked into a Prudential branch 
office, showed a group certificate and 
asked if it was any good. The company 
paid the insurance. 





AGENT A SUICIDE 

James Y. Jamieson, agent for the In- 
ternational Life of St. Louis at Chase 
City, Va., committed suicide in a hotel 
in Richmond, September 19, by shooting 
himself. Jamieson, according to friends, 
had become heavily invelved financially 
as a result of speculating in farm lands 
in the vicinity of Chase City, and they 
ventured the theory that worry over 
finances drove him to the act. He was 
rated as a good insurance salesman, hav- 
ing written up of $75,000 for the Inter- 
national Life this year. Before connect- 
ing with this company he was with the 
Atlantic Life for a time and also was 
with the Provident Mutual. 


Hall to Have Office 
at 30 Church Street 


MADE QUICK SUCCESS HERE 





General Agent of Penn Mutual One of 
Best Talkers on Income Insurance 
in the Country 





The partnership between J. Ellictt 
Hall and Jchn C. McNamara, New York 
general agents of the Penn Mutual Life, 
which has existed for several years, has 
been dissolved, as was printed in The 
Eastern Underwriter last week, and J. 
Elliott Hall has been made general 
agent. Mr. McNamara has not an- 
nounced his future plans yet. 

Mr. Hall has moved to new offices on 
the eleventh floor of the Hudson Ter- 
minal Building at 30 Church Street, 
where beautiful quarters have been 
fixed up. 

The Hall & McNamara general agency 
cf the Penn Mutual Life is one of the 
leading agencies of the city and reached 
that rank in a surprisingly short time. 
It also does the largest volume of any of 
the Penn Mutual agencies. 

For a young man J. Elliott Hall has 
made for himself a remarkable reputa- 
tion throughout the country and is in 
demand everywhere as a speaker. He 
first attracted attention while with the 
home office of the Mutual Benefit, writ- 
ing insurance at night and Saturday 
afternoons. He seemed to visualize in- 
come insurance as have few other men, 
and he played ,its various chords with 
a master hand. Not only was he able 
to sell it but he was able to explain it, 
not only with his pen in newspaper ar- 
ticles but before gatherings of insurance 
men. Socn he began to appear on pro- 
grams of life underwriters, and he was, 
and is, a sure-fire bet in sales congresses. 
He is an eloquent, sometimes a fiery 
speaker, and there isn’t anyone in the 
country, with the possible exception of 














Company.” 





HOME OFFICE 


HUVAVLAUANDRGUEGNDENDROQEGUODEOUOGUAGDEGUOOAUUOUAUUUOOEOUENUEAU EAU OAOOAAEOOEGOUEUD UGG AUUEGUEOUUOAOOOAUTEUOO EEO EO ERO EEE OPED ERA EAA EAU AAA EUAN 


First policy wm 


all 






TTT 


Double the Business 


with less than 
A Quarter of the Salesmen 


DURING the ten-year period in 

which this has been accomplished 
important developments have taken 
place in our sales organization. 


Of the latest step— 


National Advertising 


a publicity man in an agency that 
does not handle our account says: 


“‘T must say there is not in my whole experi- 
ence a campaign based on so fundamental a 
need produced for such an inspiring purpose 
and backed by the firm loyalty and belief of 
any group of salesmen as is the present cam- 
paign of the Phoenix Mutual Life Insurance 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 
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HARTFORD CONN. 






issned 1851 


Lawrence Priddy, who can accomplish 
more with repartee. When Hall is 
speaking he regards interruptions and 
heckling as a Godsend, and his mental- 
ity enables him to shoot a com@-back 
which generally disconcerts and’ routs 
the heckler. Once when asked to make 
a talk before a life underwriters’ asso- 
ciation, a special inducement was made 
that “we will provide a couple of good 
hecklers to butt in while you are talk- 
ing.” “All right,” answered Hall quick- 
ly, “I'll come.” 

About half a year ago Hall made a 
number of talks on life insurance via the 
radio, and they resulted in additional 
sales of insurance for agents of a num- 
ber of companies. At least, these agents 
appreciatively wrote Hall to that effect. 

Mr. McNamara was also with the Mu- 
tual Benefit before tying up with the 
Penn Mutual. He is a good “inside 
man” and office executive. He will 
probably become general agent for an- 
other company. 


FARMERS & TRADERS FORMS 





Syracuse Company Brings Out New 
Policies With Special Features; 
New Rate Book Also 
The Farmers & Traders Life of Syra- 
cuse has brought out several new 
pelicy forms. Some of the special fea- 

tures are: 

The contracts provide for increasing 
insurance (paid up additions) payable at 
the death of the insured or the maturity 
of the contract as an endowment. 

Payment of either the maximum or 
minimum optional with the insured at 
any anniversary date of the _ policy 
period. 

Maximum premium may be applied to 
shorten the premium paying pericd of 
the policy. 

Cash value of the additional insurance 
available at amy anniversary date of the 
policy. 

Loan and surrender values available 
after the second annual premium has 
been paid. 

The company has also brought out a 
new rate book with several new features, 
among them being an extensive list of 
eccupational ratings on substandard 
risks. 


DOES WELL WITH CIRCULARS 
J. E. Schwerin, of the Anderson Agency 
of the State Mutual Life, Features 
Monthly Income 


J. E. Schwerin, of the Anderson 
agency of the State Mutual, here, is do- 
ing well with circularizing service. He 
finds this a fine help in meeting people 
he has never before met. 

A definite proposition, a monthly in- 
come, has appealed to the prospect. 

Since the date of birth is available, 
definite figures may be prepared in ad- 
vance and adjusted to suit the prospects 
needs as they are disclosed during the 
interview. 

Each prospect obtained through the 
circularizing service opens up a new field 
tor endless chain prospecting. It should 
be remembered that those circularized, 
even though they do not send back the 
reply card, are good prospects. A def- 
inite opening wedge, a thought on in- 
surance, has entered the prospect's mind. 





Connecticut General Runs 
Term Conversion Campaign 
The Connecticut General is making a 
special drive for term conversions this 
month and has circularized a large num- 
ber of its term policyholders with a letter 
setting forth the benefits of the savings 
feature of life and endowment policies. 
One agent who has this year convert- 
ed to permanent forms nearly half a mil- 
lion of term insurance reports that none 
of his unconverted term business is over 
five years old and that his clients in 
general prefer to convert their insurance 
in instalments, year by year, instead of 
waiting until the conversion period ex- 
pires. By following the instalment plan 
they get the advantage, for part of their 
insurance, of the lower premium charged 
at the younger age. 
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W. I. King, Secre- 


Co-operative tary of the Group 
Insurance Department of the 
Group Connecticut General 


Life Insurance Com- 
pany, states that the company is ar- 
ranging to promote the sale of co-oper- 
ative group insurance. 

By the co-operative plan employer and 
employees share the cost of the insur- 
ance, which, as in the case of regular 
group insurance, is issued at low cost, 
and without medical examination. 

Since each employee chooses whether 
or not he will take the insurance, the 
law requires that the policy be issued 
only if 75 per cent. of the eligible em- 
ployees apply for it. This is to preclude 
the possibility of so many healthy em- 
ployees staying out, that the company 
would get an unduly large proportion 
of poor physical risks in the group—a 
possibility that does not come up in 
regular group insurance where every- 
body is automatically covered by the 
employer’s application. 

The greatest benefit is probably de 
rived where the insurance is based on a 
service schedule, that is, when it in- 
creases for each year of service. The 
company recommends a plan whereby 
the employee pays a flat amount, say 
60 cents monthly, and the employer pays 
a gradually increasing amount, thus pro- 
viding for the additional cost of the 
insurance increases for those employees 
who remain in his service. 

Co-operative insurgnce appeals par- 
ticularly to employers who feel that 
their employees will appreciate the in- 
surance more if they help pay for it. 
Sometimes instead of offering to share 
the cost of group life insurance, they 
offer to pay its full cost for such em- 
ployees as will themselves pay for group 
disability insurance. Thus the interest 
of all concerned is enlisted and the dis- 
tressing financial problems arising from 
employees’ disability, as well as from 
death, are taken care of. 

In a number of instances employees 
have asked for group insurance on their 
Own initiative and in these instances the 
employer’s important contribution was 
getting the insurance for the men at a 
low rate, without examination, and for 
young and old, fit and unfit, alike. 

Co-operative insurance will not take 
the place of regular group insurance, 
which is generally to be preferred, but 
in many concerns it is going to fit in 
very well. 

* * * 


“Some men who be- 


Women lieve in insurance for 
and Their the single weman op- 
Insurance pose it for the mar- 


ried woman, based on 
some of these common _ objections,” 
says the Penn Mutual “News Letter,” 
and it continues: 

“Insurance is all right for a single 
woman but it’s different for a married 
woman.’ Yet, it’s not so very different, 
married or single. We are all subject 
to the same uncertainties of life. Again, 
a line cannot be drawn, for a single 
woman earning a wage is the potential 
wife and mother—and the wife and 
mother the potential wage earner. The 
Woman’s Department of the Bureau cf 
Labor has recently published statistics 
showing that 10 per cent. of all women 
employed are widows and 25 per cent. 
married women. Over one-third of our 
employed women are or have been mar- 
ried, a large percentage of the other 
two-thirds will be married. The sands 
will shift. 

“Another of the men’s reasons is: ‘A 
married man should carry all of the in- 
surance of the family on his own life.’ 
It is true that he is generally the greater 
wage earner and when this is the case 


should carry the greater amount. One 
insurance company recognizes the differ- 
ence in the status of the man’s and 
woman’s earning capacity by ruling that 
the husband must carry three times the 
amount of insurance applied for by the 
wife. Because the man can earn more 
than his wife is no more reason fer his 
carrying all of the insurance than there 
would be in taking the stand in the case 
of insuring the officers of the corpora- 
tion—that no one should be insured ex- 
cept the president, since no one else re- 
ceived as large a salary as he. 

“Other married men say, ‘I just do not 
like the idea of my wife being insured.’ 
This is not really strange when we con- 
sider how short a 4me it has been since 
men and women were a bit superstitious 
about having men’s lives insured, prob- 
ably due to the fact that benefits may be 
derived through death. Some men and 
women are still somewhat superstitious. 
The father of one of my prespects told 
me in all seriousness not long ago, ‘that 
people who had their lives insured did 
not live as long as those who did not.’ 


x ® * 
Aninteresting 
He Used a sales story is told in 
Forgotton connection with the 
Umbrella payment of a $75,000 


policy on a promin- 
ent New Yorker, written by Martin T. 
Flanagan of the Equitable Society over 
twenty years ago. When Mr. Flanagan 
first sought an interview he was unsuc- 
cessful, due to the preventive tactics of 
an over scrupulous secretary. When he 
reached the street he found it was rain- 
ing, and went back for an umbrella he 
had left in the prospect’s ante room. 
This time the private secretary was not 
around and Mr. Flanagan had no diffi- 
culty in reaching his man. A_ $75,000 
policy was the result, and this policy- 
holder’s estate today is largely made up 
of this insurance. 





W. R. HARPER ON GROUP 





Aetna Life Has More Than 500,000 Peo- 
ple Under This Cover; The Best 
Sales Argument 

W. R. Harper, manager of the Aetna 
Life in Philadelphia, gave an illuminat- 
ing talk on the opportunities presented 
by Group Insurance at the Hot Springs 
Conference of the company. He first 
became interested in group when he re- 
ceived a telephone message from his of- 
fice saying that a man from the home 
office in Hartford was in Philadelphia 
and had come to close an $8,000,000 
group case with Mr. Harper. That 
opened his eyes to its possibilities and 
enlisted his interest immediately. 

The Aetna Life has been active in 
the Group Insurance field in Philadel- 
phia since 1917, when it began a drive 
with banks and trust companies. About 
a year ago one of the Philadelphia 
papers published a list of thirty-one 
financial institutions that carried group 
insurance and thirty of them were in- 
sured in the Aetna. Through the Phila- 
delphia office of the company alone over 
35,000 people are insured under Aetna 


Group Insurance and with the majority 
of them it is the only insurance that 
they have. Mr. Harper said that the 
advertising value of Group Insurance 
was beyond calculation. Group policy- 
holders were constantly making new 
friends for the company. During the 
first seven months of 1924 the Aetna 








NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 











This Company has always pursued those 
have given it a high r 
Has always rendered the 


to develop and hold their business. 
John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


utation for stability and fair dealing. 

ighest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


licies in the conduct of its business that 


Frederic H. Rhodes, Vice-President 








Life’s regular business increased over 
$72,000,000. Of this total increase nearly 
half of it came from seven agencies hav- 
ing a large volume of group insurance. 
Mr. Harper said that this proved that 
agencies which have pushed the group 
business are not lagging behind in regu- 
lar business. The Aetna Life Insurance 
has more than half a million people un- 
der group coverage. 


In discussing the sale of group in- 
surance Mr. Harper said: “Generally 
speaking—we have found the most ef- 
fective line to be an appeal to the em- 
ployer to help his men buy something 
which they want and need, and can only 
buy through his cooperation—pointing 
out that nothing he can de for them at 
so small a cost to himself, will appear 
so large to the employes. If he raises 
the question as to whether they will ap- 
preciate it, we point out that in no case 
within our experience have the em- 
ployes failed to take advantage of the 
opportunity and when they express their 
appreciation by digging down into their 
own pockets the argument is unanswer- 
able. 


ACACIA MUTUAL AT RICHMOND 
Daniel J. Harrison is now acting 
branch manager at Richmond, Va., for 
the Acacia Mutual Life, having assumed 
the duties of this position when W. L. 
Rogers resigned the branch managership 
recently. Mr. Rogers, who came to 
Richmond last winter from the hcme of- 
fice in Washington, has returned to that 
city. It is understood that he has made 
a connection with another company 
there. Mr. Harrison was general agent 
at Richmond for the Acacia for some 
years before the establishment of the 
branch cffice. When Mr. Rogers was 
sent down from Washington to become 
branch manager, he remained with the 
company in the capacity of a salesman. 





JOSEPH R. DYER RETIRES 


Joseph R. Dyer, assistant counsel of 
the Northwestern Mutual Life for the 
past thirty years, has resigned. It is 
understood that he will retire from ac- 
tive business and devote his time to rec- 
reation. He is the son of Charles E. 
Dyer, former general counsel of the 
company. 








DIRECT MAIL 


by our plan gets over 50,000 definite 
prospects every year for our salesmen. 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 
DES MOINES, 
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Arizona 
California 
Colorado 
Illinois 
Indiana 
lowa 
Kansas 
Michigan 
Minnesota 





THE ROLL CALL OF STATES 


Missouri Oregon 
Montana Pennsylvania 
Nebraska South Dakota 
New Jersey Tennessee 
New Mexico Texas 

North Carolina Utah 

North Dakota Washington 
Ohio West Virginia 
Oklahoma Wisconsin 


Each one offers an exceptional agency opportunity with The Lincoln National Life. 
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Lincoln Life Building 








The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $325,000,000 in Force 





Fort Wayne, Indiana 
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Life Claims Against 
Germany Dismissed 


COMMISSION DECIDES CASES 





Held in Lusitania Cases That Loss Suf- 
fered Did Not Come 
Under Treaty 





The Mixed Claims Commission at 
Washington has dismissed the claims 
filed against Germany by life insurance 
companies for payments made on policies 
on account of victims of the sinking of 
the “Lusitania.” 

Dismissal of the life insurance claims 
was ordered by the umpire, Edwin P. 
Parker, after the American and German 
commissioners had failed to agree on 
the liability cf Germany. The decision 
was made on ten typical cases presented 
to recover for payments made to bene- 
ficiaries under the terms of eighteen pol- 
icies issued by the twelve American com- 
panies insuring the lives of eleven of 
the passengers lost on the “Lusitania.” 

The companies on whose behalf the 
claims were presented were: Provident 
Mutual Life Insurance Company, New 
York Life Insurance Company, Mutual 
Life Insurance Company, Penn Mutual 
Life Insurance Company, Aetna Life In- 
surance Company, State Mutual Life In- 
surance Company, Northwestern Mutual 
Life Insurance Company, Equitable Life 
Assurance Society, Manhattan Life In- 
surance Company, Prudential Insurance 
Company, Metropolitan Life Insurance 
Company and the Travelers Insurance 
Company. 


Not Liable Under Treaty 


Judge Parker in rendering his decision 
based his dismissal of the claims upon 
the principle that the losses upen which 
they were based were not in legal con- 
templation attributable to Germany’s act 
as the proximate cause. He decided that 
Germany was not financially obligated 
to pay losses of the class of these claims 
under the terms of the Treaty of Berlin. 

“To the extent,” he said, “that the 
insured, had they lived, would through 
their mental or physical efforts have 
contributed to the production of physi- 
cal wealth or have accumulated pe- 
cuniary gains which they would have 
passed on to American nationals de- 
pendent on them, such nationals have 
suffered losses flowing as a natural and 
normal consequence of Germany’s act 
and attributable tc it as a proximate 
cause for which Germany is obligated 
to pay. 

“But the act of Germany in striking 
down an individual does not in legal 
contemplation proximately result in dam- 
age to all of those who had contract 
relations, direct or remote, with that in- 
dividual which may have been affected 
by his death. In this latter class the ten 
claims under ccnsideration fall. They are 
not embraced within the terms of the 
Treaty of Berlin and are therefore 
ordered dismissed.” 

The umpire also took cognizance of the 
argument that no sound distinction in 
principle could be drawn between awards 
made by the commission in claims put 
ferward on behalf of surviving de- 
pendents of “Lusitania” victims for pecu- 
niary losses sustained by them and these 
claims of insurers for pecuniary losses 
sustained by them resulting from the 
premature payment of insurance on the 
lives of such victims. 

“The distinction,’ he ruled, “is this: 
As this commission has repeatedly held, 
the terms of the Treaty of Berlin fix and 
limit Germany’s obligation to pay. That 
treaty expressly obligates Germany to 
make compensation for damages suf- 
fered by the surviving dependents of 
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CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hebbell Building 
Des Moines, lewa 











civilians whose deaths were caused by 
acts of war, and by clear implication 
negatives any obligation on Germany’s 
part to make compensation in death 
cases to life insurers or any class other 
than surviving dependents. But apart 
from this clearly implied limitation cf 
liability, the losses on which these 
claims are based are not in legal con- 
templation attributable to Germany’s act 
aS a proximate cause. 

The life insurance claims on file with 
the American agent for presentation to 
the commission before this decision, un- 
der which they will eventually be dis- 
missed, were, including those dismissed 
teday, made by thirty-four companies, 
which had paid out under 168 policies an 
aggregate of $1,185,615, all but $8,888 of 
which was on _ policies matured by 
deaths occurring during the period of 
neutrality of the United States. 





FIDELITY MUTUAL TO BUILD 


Will Erect $2,000,000 Structure in Phila- 
delphia; Third Company to Move 
to Parkway 


The Fidelity Mutual Life of Philadel- 
phia will erect a $2,000,000 home office 
building at Twenty-fifth street, Parkway 
and Pennsylvania avenue, according to an 
announcement made by President Walter 
LeMar Talbot. 

The company has been for years at 112 
North Broad street. This is the third 
Philadelphia insurance company to move to 
the Parkway. 


WASHINGTON LIFE ‘BLDG. SOLD 


The former Washington Life Building 
at 141 Broadway which was taken over 
hy the Metropolitan Life when it reinsured 
the business of the Pittsburgh Life and 


Trust, has been sold by the Metropolitan 
to the American Trust Co. and the New 


York Title and Mortgage Co. President 
Harry A. Kahler of the buying companies, 
said that the property was acquired to 
accommodate his companies which have 
recently had very large growth. The 
Washington Life Building is said to be one 
of the best constructed buildings down- 
town, although it is fairly old as office 
buildings go. It cost approximately $4,- 
000,000 to build, but it is kept in excellent 
condition.” 


COLONIAL LIFE’S hygo PAPER 


The Colonial Life of Jersey City is 
now publishing | a monthly paper called 
“Colonial Life,” carrying an insurance 
message to the policyholders and also 
aimed to be of service to the agents 
of the company. It is devoted chiefly 
to industrial business. The paper is 
being edited by George F. Baright, the 
insurance advertising man. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 





The 64th Annual Report shows: 


Premiums received during 


the year 1923 .....cccssccee $7,686,855 
Payments te Poliecyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, etc...... 5,871,544 
Increase in Assets......... . 2,401,567 
Actual Mortality 56% ef the 

amount expected. 

Insurance in Force.......... 247,373,210 
Admitted Assets .......... 48,655,222 








FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 
Superintendent ef Agente 
256 Broadway New York 
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POLICY 
YOU CAN 
SELL WITH 
PROFIT 


No, this is not an invitation 
for you to leave your own 
company, but just a sugges- | 
tion to make your time yield | 
| 
| 
| 
| 
} 








more profits under our plan of 
improved brokerage service in 
branch offices. 


The Champion Income Accident 

policy is just one of the liberal, up-to- 
the-minute accident policies offered by 

us—it is a silent partner to the man dependent 
upon his efforts for his income and appeals to every | 


prospect. 













This policy with its distinctive provisions is in- 
dicative of the progressive spirit inherent in all 

lines of protection offered by this company—Life, | 
Accident, Health and Group. Under our plan you | 
can place with us profitably (because all commis- | 
sions on such business placed with us belong to 

the broker) business in the following lines: 





| 
Accident Insurance ; | 
—accident, health and income accident 
Group Insurance 
—life, accident and sickness 
Life Insurance 
—substandard and surplus business 


What Our Branch Office Service 


Means to You 


Ixtremely liberal first year commissions and 9 
guaranteed non-forfeitable renewals, on all life 
business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case 
agreement basis. 


Prompt action and liberal underwriting rules. 


| 
Write us for Furthe- D tails : 
| 


MISSOURI STATE LIFE INSURANCE CO. 


| 
HOME OFFICE, SAINT LOUIS | 
M. E. SINGLETON, President | 

| 


LIFE — ACCIDENT — HEALTH — GROUP 
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Reliance Life Meeting 
(Continued from page 1) 


company convention I ever attended. 

Before taking up the points breught 
out by the agents who won their spurs 
for this convention, and to illumine the 
picture of what may be said to be an 
ideal home office attitude toward agents, 
I want to refer first to the talks made 
by the different officers at different times 
during the two days’ sessicns. 

When Chairman Allmond introduced 
Vice-President Scott the meeting gave 
him an ovation. Mr. Scott is the dig- 
nified, quiet spoken type of man of poise. 
He radiates confidence in what he says 
and does and there are no frills in his 
manner or speech. He is just “plain 
folks” and everybody at the Broadmcor 
found him to be a good mixer. 

He told of the beginnings of the com- 
pany, for he was there twenty-one years 
ago when the doors were first opened. 
How the idea of “Perfect Protection” 
vrew into a dynamic force was described 
simply by him, but he took no personal 
credit for it, stressing the idea that the 
home office was merely a group of peo- 
ple for rendering service to agents and 
policyholders. 

The absence of Judge Reed, president 
of the company, was explained by Mr. 
Scott as ue to things not within his 
power to change. A letter from Judge 
Reed was read by Mr. Scott, the presi- 
dent saying: 

“Will you kindly thank the agents and 
representatives of the company for their 
fine work and the results of the twenty- 
first anniversary contest, which you were 
gocd enough to name for me. I do not 
flatter myself that my name had any- 
thing to do with the result, but that the 
company’s reputation plus active work 
was what did it. 

“The company, after the usual vicissi- 
tudes that are the lot of a new company, 
is firmly established. Its financial con- 
dition could not be better, and its surplus 
exceeds its capital stock and we intend 
to keep it so, if human judgment and 
foresight can accomplish this. 

“[ must, take this opportunity to make 
public acknowledgment that a great part 
of the su¢cess of the company is due to 
your untifing interest and thought, ably 
assisted by your office associates, and 
you have’ every reason to be proud of 
the company’s present position in the in- 
surance world.” 

On another occasion Mr. Scott praised 
the work of Actuary J. N. Jamison and 
read from him the first official announce- 
ment Gf two new policies soon to be is- 
sued, when approved by insurance de- 


partments. These policies are special 
convertible term forms. Mr. Scott 
stated frankly that he did not like the 


idea of offering agents the temptation 
to sell temporary insurance, but that it 
was the desire of the management to 
equip its agents’ tool kits with every 
possible form to meet what the cther fel- 
low offers. 


Vice-President Scott Hard Worker 


Mr. Scott modestly called attention to 
the fact that the assets of the company 
today are around thirty millions of dol- 
lars with ‘insurance in force of approxi- 
mately $276,000,000. He read a_ wire 
from the home office showing that the 
life business for September is one mil- 
lion ahead of last September. 

As he was leaving the hall to start 
West on an important business trip that 
prevented his attending the banquet, 
Fred Maule of the San Antonio agency, 
made a ringing speech, pledging the en- 
tire western division to a one hundred 
per cent, effort for Vice-President Scott, 
who, he said, was the hardest worker 
among a bunch of hard workers at the 
home office, being first at the office when 
the early morning mail arrived. Mr. 
Scott smiled and said: “I appreciate that, 
and so l;am going to get down just a 
little bit earlier.” 

Several: informal talks were made by 
General Manager E. G.’ McCormack, a 
delightful man of quiet ways with a deep 
rescnant voice, typical of his native 
state of Kentucky, from which Mr. All- 
mond, also, came. Each of these men 


has been with the Reliance Life sixteen 
years. 

Mr. McCormack said that to get re- 
cults the home office machinery must be 
right and that it was the aim of every- 
body to make it right. The company 
is pledged to giving the agent and the 
policyholder all that can possibly be 
given, and the record shows, he believes, 
that the Reliance Life is doing better 
in this respect than any other company. 
He praised the type of men who are 
attracted to the company, stressing the 
advantage they acquired in the kind of 
contract that took care of their future. 
By the way the business is sold and the 
way the agent conducts his personal life 


is the company judged, and that by 
proper example others would be at- 
tracted to come with the company. The 


company holds as a cardinal principle 
that its name holds high honor and de- 
serves great respect and that the agents 
in the field are subscribing to that prin- 
ciple by their conduct. He praised Mr. 
Allmond for the record achieved by the 
western division, attesting to the one 
hundred per cent. cooperation that pre- 
vails in the organization. 

W. L. Wilhoite, of Memphis, Tenn., 
Superintendent of Agencies for the east- 
ern division, talked. A man of humor 
and delightful personality Mr. Wilhoite 
was a great favorite at the meeting. His 
was an inspirational talk of the value cf 
sincere endeavor as the only way to get 
the real gold of reward. He painted a 
vivid picture of the unselfishness in ser- 
vice that brings men into life insurance. 
The Reliance possesses only picked men 


and women to present its Perfect Pro- 
tection idea to the people and those whe 
serve in executive departments are also 
picked for the purpose of rendering all 
that can be expected of them by the 
field workers, he said. 

Dr. O. M. Eakins, Medical Director, 
sauntered forward when called on and 
at once it was apparent that here was a 
martinet different. Indeed it is probable 
that the usual impression of the mar- 
tinent medical director was whcelly lack- 
ing. He revealed himself at once as be- 
ing different, speaking of himself as 
“Exhibit X from the home office” and in 
quaint chatty manner he talked in an 
intensely human way about his own work 
and the agent’s work and how the two 
work together. In his office he said 
there was a motto reading “Speed—Ser- 
vice—Eccnomy.” The rejections of the 
Reliance Life, he announced, last year 
were 5.78 per ceut., whereas the average 
of all life companies was 10 per cent. 

Dr. Eakins spoke of a wonderful book 
he was compiling. It consists of three 
chapters and a preface. The third chap- 
ter is labeled “WORK,” the second, 
“HARD;” the first, “HONEST” (“no, 
not ‘damn'” he injected). The preface 
is “PROPERLY DIRECTED.” The 
agent who succeeds, he affirmed, is cne 
who can sell himself, his enthusiasm and 
his faith in his company. ; 

Assistant Secretary L. P. Gregory, in 
charge of the accident and health de- 
partment, came forward and made a de- 
lightful talk. He set himself at ease and 
won his crowd by affirming that no one 
was doing more than the field man to 
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worry is eliminated. 


tion of the children, 


Make a trial of th 
FAMILY 


your income. 


Home life is happier for every one when 


The Family Budget, developed through 
the co-operation of the whole family, elimi- 
nates unprofitable expenditures, increases 
savings, and banishes worry. 

The protection of the family, the educa- 


for old age, can all be made _ possible 
through the Family Budget. 

Women have always had these things 
at heart, but today are studying them with 
a deeper interest than ever, and the bud- 
get idea is getting recognition. 


BUDGET AND ACCOUNT 
SHEET, which you may have for the ask- 
ing, also additional sheets, as needed. 


A month’s trial will help you. 
months’ trial will convince you that the 
sudget helps you to make the most of 
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OF BOSTON, MASSACHUSETTS 


Over sixty years in business. 
Billion dollars in policies on 3,500,000 lives. 
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build up the company and that there 
wasn’t a man present who couldn’t tell 
me things about “Perfect Protecticn.” 
The calibre of men coming to the com- 
pany is getting better all the time, he 
said, every week bringing new men to 
the ranks. He stated that there was a 
fixed rule in the head office that in 
border line cases every benefit of doubt 
was to be given the policyholder. Death 
claims are given right of way and are 
paid same day as proofs are received. 
He praised the werk of his associates, 
speaking particularly of several young 
men, Princeton graduates, who are com- 
ing fast into executive prominence. The 
“Perfect Protection” idea he declared to 
be the most perfect coverage for human 
life that has ever been devised. The 
premium income of the health and acci- 
dent department this year will go to a 
millicn and a quarter. 

Mr. Gregory closed his forceful re- 
marks, delivered by him in a _ casual 
though effective way, with the statement 
that “the Reliance Life expects loyalty 
in all its workers, but it does not expect 
any more or any different effort of ser- 
vice than the men and women at the 
home office are prepared to extend to 
the workers in the field.” 

The talks of Assistant Secretary 
Thomas J. McKenna and Auditor of 
Agency Accounts “Jimmy” Layton, were 
made at the banquet. Mr. McKenna, in 
whimsical humorous vein, described a 
fanciful figure of a man made up of re- 
jected parts and how such a selection 
would operate against the interests of 
the company and of the agents. His 
remarks were sprinkled with sly refer- 
ences and made a big hit. Mr. Layten 
spoke of the spirit of cooperation at the 


home office where everybody’s first 
thought is to try to render service to the 
field forces and their clients. 


First Meeting In West 


Mr. Allmond presided at all the meet- 
ings, being relieved occasionally by in- 
formal introductions made by Mr. Mc- 
Cormack. The entire proceedings were 
marked by simplicity of effort. Mr. All- 
mond, in true Kentucky style, was 
gracious, forceful, and considerate; his 
introductions were unhurried and unaf- 
fected and he made everybody feel at 
ease. The talks were responded to in a 
happy family spirit and were all of high 
type. 

This was the first convention ever held 
of the western division as such. One 
hundred agents qualified and it is sig- 
nificant of the character of representa- 
tion that of this number 48 men qualified 
for their wives as well as themselves and 
brought them along. It was a genuine 
“folksy” event, the women being inter- 
ested in the business sessions as well as 
the outings and two dance evenings. 
Another element that marked the meet- 
ing apart from the usual was that at 
the heighth of each business session a 
recess of fifteen minutes was taken, yet 
the attendance at all times kept up to 
full one hundred per cent. 

The musical features of the meeting 
were more than unusual, they were 
unique. Mrs. G. A. Pleus of Boulder, 
wife of “Gus” Pleus, himself a talented 
singer, had charge of the singing and 
presided at the piano. Many original 
songs were sung. A. A. Roeser of 
Grand Island, Neb., a gifted tenor, was 
song leader. California had _ several 
Griginal songs that were sung with much 
gusto, all about the Reliance Life and 
themselves. Texas also had a lot of 
songs, Mr. Maule having composed the 
music and words for an original song 
about the company with a number of 
clever verses and a chorus everybody 
learned te sing right lustily. 

At the banquet the biggest hit was a 
parody on “Mr. Gallagher and Mr. 
Shean,” which Mr. Roeser and Mr. 
Pleus pulled off. 

The key-note of the proceedings 
seemed to be a general conviction that 
pervaded all the talks that can only be 
described as an infectious belief that no 
company in the world issues a finer and 


(Continued on page 10) 
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Etna Life’s Program 
for 1925 Advertising 


WHAT HAS PROVED EFFECTIVE 


To Tie Up Local Advertising with Na- 
tional; Wide Variety of Agents 
Helps Planned 


The plans for the A£tna Life’s adver- 
tising campaign for 1925 and the methods 
that the company had found most suc- 
cessful were discussed before the recent 
JEtna managers’ conference at Hot 
Springs, Va., by A. D. Anderson, assist- 
ant superintendent of agencies of the 
company. 

“There are four points which the com- 
mittee in charge decided should be fun- 
damental in the construction of every 
advertisement,” said Mr. Anderson. “(1) 
The trademark ‘Aétna-ize’ which has gone 
across to the public sc decisively should 
be retained and strongly featured in 
every advertisement so as to benefit by 
the cumulative effect that its constant 
appearance will develop in the minds of 
people; (2) ‘The Man Worth Knowing’ 
is a phrase which has also gone across 
to the public with great force and, there- 
fore, we should continue to educate peo- 
ple to the fact that this phrase applies 
to all Aftna-ize products; (3) The fact 
of the company being a multiple line 
organization was too important to let 
the public lose sight of. One of the orig- 
inal aims cf this propaganda was to 
keep constantly before the minds of peo- 
ple the fact that the Aftna issues prac- 
itcally every form of insurance covering 
for the individual and for his various 
assets in one form and another. That is 
to say, while the general subject of a 
particular advertisement might refer to 
Life Insurance, yet we do not want the 
reader to lose sight of the fact that this 
is only one of the many lines of cover- 
age which the A£tna is able to offer him; 
(4) It was regarded as fundamental that 
the sale of some particular form of in- 
surance or the covering of some one par- 
ticular human need should be observed 
in every advertisement. Consequently, 
the illustration, the title and about two- 
thirds of the copy in each advertisement 
is given over to the way in which the 
company can admirably cover some hu- 
man need with some particular form of 
policy. Briefly then these are the funda- 
mental points that are being observed 
throughout the Attna campaign cf na- 
tional advertsiing for 1924 and 1925. 


Local Advertising Tie-ups 


“Large numbers of people purchase 
and read the national periodicals. Large 
numbers of people also purchase and 
read the local daily newspaper and, need- 
less to say, there is a great duplication 
in the circulation of these national and 
local mediums. Practically the same rea- 
sons advanced in favor of national ad- 
vertising can be advanced in favor of 
local newspaper advertising. Local 
newspaper advertising will capitalize the 
favorable influence of the national cam- 
paign, for it draws the attention of the 
reader to the local man as being the 
AXtna-izer mentioned in the national pe- 
ricdicals as ‘The Man Worth Knowing’ 
in your community. It reinforces in the 
mind of the reader the original impres- 
sion of the national advertisement and, 
therefore, gives a double value to local 
sales appeal. Part of the national cam- 
paign is, therefore, lost to the local 
AEtna-izer if he does not identify him- 
self through the columns of the local 
newspaper as being the man who is 
talked about in the national advertise- 
ments. 

“It is highly advisable, therefore, for 
managers and local agents to supplement 
this national campaign with their own 
local newspaper advertising. This de- 
partment furnishes free of charge copy 
and plates for such a campaign, leav- 
ing rocm, of course, for the insertion of 
the individual’s name in the proper place. 
The public always likes a winner and 
the man who keeps his name before the 
Public in the advertising columns of his 
local paper cannot help but command 
more prestige one way or another with 
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those who are in the market for pur- 
chasing life insurance. It is difficult to 
trace direct results in matters of this 
kind where coupons are not used, and 
yet the fact that so many successful 
businesses use advertising space in large 
volume year in and year out must be 
taken as conclusive evidence of the 
value of advertising. 
Advertising Helps 

“This department now furnishes various 
helps for individual managers, and agents 
as follows: Copy for local advertising 
tie-ups, Attna Life signs, transfer signs, 
posters for office and window display, 
souvenir paper weights, with which you 
are already familiar and which have 
proved a most decided success, and other 
advertising souvenirs will be offered in 
one way or another in the future. This 
department, of course, is able to get a 
quantity price on any or all of these ar- 
ticles which is always very much lower 
than any individual could get for an in- 
dividual purchase. 


House Organ 
“The Aftna-izer Life Edition completes 


its first year with the September issue,, 


and has shown a remarkable improve- 
ment every month throughout the year. 
The entire credit for the splendid way 
in which it is fulfilling its various pur- 
poses is due to the talent of Mr. Wilkins, 
the editor. The many ways in which the 
publication renders a service to the field 
is obvious. 
Confidential Bulletins 


“The bulletins are designed as far as 
possible to pass knowledge along to the 
field concerning matters that are not 
altogether for general distribution out- 
side of the full-time A‘tna circle. There 


is no specific regularity to these bulle- 
tins, but they will continue to appeal at 
varicus times and intervals throughout 
the year. 

7Etna-Grams 


“The Aftna-gram is a monthly four 
page publication—a back page of which 
contains sales material furnished by 
home office. The inside pages are left 
blank to be filled in with multigraphed 
material, which acts in the nature of a 
communication from the manager to his 
organization and dealing with any mat- 
ters pertaining to his agency which he 
wishes to discuss in this manner. Many 
managers have already adopted the idea 
cf an honor roll for one of these inside 
pages. This material is all furnished 
gratis by home office. 


Publicity Service Material 

“The company will distribute various 
newspaper and magazine articles which 
have a news value and which bear on 
subjects relating to the Aftna Life. Sid- 
ney Holt is in charge of this department, 
and his time and talents are devoted to 
the preparation of various kinds of ma- 
terial along this line which will keep the 
name of the company and the various 
services we are able ta perform before 
the mind of the public insofar as we 
are able to obtain space in the news 
columns of the numerous publications 
daily, weekly and monthly. 

“There are a number of ways in which 
a manager may draw greater publicity 
to himself in his own community, for it 
goes without saying that the more fa- 
vorably and extensively known he is 
both inside and outside of his personal 
business associations, the greater prob- 
ability there is of business accruing to 
him. 
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“(1) It is good business to cultivate a 
news editor on one or more of the local 
newspapers. An editor is always looking 
for news, and although much of the ma- 
terial that we might think is news would 
be disregarded by him as having no real 
news value, yet if we constantly supply 
him with information one way or an- 
other about some big claim being paid, 
about some group case being written, 
about some incident that has happened 
in the life insurance world, etc., there 
will always be times when the name of 
the manager or the company can be 
coupled with the news item. The ad- 
vantage of this is obvious. Needless to 
say, it is very fine publicity to be able 
to have your photograph inserted in the 
paper in connection with the appearance 
of some particular item. 


“(2) Activity in the work of the Life 
Underwriters’ Association is another val- 
uable form of publicity. While your 
activity in this direction should unques- 
tionably be on the basis of rendering a 
sincere service, yet the by-product cf 
service well rendered is a valuable form 
of publicity for the individual concerned. 
The A£tna Life is doing a considerable 
sub-standard and_ brokerage business, 
and naturally a considerable volume of 
business is brought to our offices by 
other life insurance, men. One way, 
therefore, in which t6# attract the faver- 
able attention of other life insurance 
men is to render a_ sincere service 
through the medium of the Life Under- 
writers’ Association. 


“(3) Community activities—there are 
many ways from time to time which 
call for considerable unselfish service on 
the part of men who wish te put across 
certain community efforts. In days gone 
by there have been Liberty Bond drives, 
Red Cross drives, and there are still 
various charity organizations which 
make their regular appeal to the public 
in one way and another. There are va- 
rious service clubs of the cities and many 
other ways in which an opportunity is 
given tc various individuals to offer a 
whole-hearted service for which they re- 
ceive no monetary reward. Needless to 
say, activities of this nature have their 
compensating effects by bringing the in- 
dividual a litthe more intimately before 
the eve of the public. 

“(4) Each agency should have its own 
publicity manager. LEverybody’s work is 
nobody's work, and it is always advisable 
to delegate the definite responsibility of 
securing publicity in such ways as are 
within the power of an agency so that 
no possible avenue will be left uncen 
sidered. 

“Publicity which costs nothing in 
terms of dollars is frequently far more 
valuable than that which is obtained 
through the advertising columns. Wil- 
liam Jennings Bryan, from the standpcint 
of publicity, has been one of the out- 
standing characters in this country for 
a generation or more, and he has ob- 
tained this tremendous amount of pub- 
licity probably without ever spending one 
dollar, simply because he had the faculty 
of creating situations one way or another 
which had a high degree of news value 
for the general public. His name, there- 
fore, has appeared on the printed page 
of the news columns of countless papers 
and magazines continually year in and 
year out for a generation. There are 
some publicity men who draw salaries 
of $10,000 a year simply for the faculty 
that they possess through personal con- 
nections one way or another of being 
able to obtain space in newspapers and 
magazines for the publication of various 
news articles concerning their employers. 
We suggest, therefore, that you give 
scme thought to this matter of pub- 
licity as it pertains to yourself and your 
organization.” 


MADE SUPERINTENDENT 

William F. Holt, inspector for The 
Prudential, has been appointed super- 
intendent for the company in a new dis- 
trict opened at Framingham, Mass. Mr. 
Holt has been with the company for 
twenty years, coming up through the 
ranks from a debit. 
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Reliance Life Meeting 
(Continued from page 8) 


more ccmplete coverage for a human be- 
ing, that no company has a finer set of 
men connected with it, that no company 
issues a better or fairer agency con- 
tract than the Reliance Life. Wherever 
comparisons with other companies were 
made, and these were frequent, it was 
noticeable, that in the talks of both the 
home cffice men and the agents there 
was no suspicion of “knocking,” the 
reference being always in kindly fashion. 
to “the old established distinguished 
regular life companies. 

In introducing each speaker, Mr. All- 
mond told of some little personal thing 
about him, giving ‘his record as a winner 
of the contest for the convention trip. 

W. C. Krauss of Texas, told how he 
sold Perfect Protection in that state’s 
oil fields. No policy is delivered by him 
until the premium is paid in cash, notes 
being paid before delivery. 

Thos. J. Allen, of Texas, holder of the 
company’s oldest agency contract, was 
a special guest and made an inspiring 
address about his work. Mr. Scott 
called attention to the fact that Mr. 
Allen was still wearing the first gold 
watch given as a prize to its agents, 
awarded him twenty years ago. Mr. 
Allen received an ovatién. 

He spoke twenty-five minutes in the 
slow drawl and unpretentious style of the 
Southern born talker. His observations 
were quaint and_ philosophical. He 
proved by the record to the satisfaction 
of all present that the Reliance Life is 
the greatest company in the world! Its 
policies “completely wrap a man up in 
insurance,’ Mr. Allen said. “There are 
many ways to measure a life insurance 
company,” he said, “but the sorriest way 
is by its money.” From this he de- 
veloped a picture of the human elements 
that distinguished the management of 
the Reliance Life. 

The life insurance agent’s work, Mr. 
Allen affirmed, was the highest calling 
within, the gift of man, the finest pro- 
fession. Representing the Reliance no 
man had anything to be ashamed of but . 
much to be happy over. The right sort 
of agent was true to his calling and to 
his company, selling a  humanizing 
agency through which the mortgage is 
lifted and want and misery banished. 
The agent is untrue to his calling, he 
declared, who neglects to see to it per- 
sonally that life insurance money 
actually is applied to taking up the mort- 
gage and to the education of the chil- 
dren. 

Mr. Allen spoke of the need of every 
human being to acquire a reserve, say- 
ing life insurance provided the cne best 
way. “The balance of a man’s prop- 
erty is all on the firing line and when 
it is shot down, he is broke,” was one 
of his forceful epigrammatic statements. 
Life insurance alone was secure against 
that attack. Mr. Allen ealy in his ex- 
perience refused to write either hired 
men or renters and he has found it to 
work out successfully. 

Fred W. Maule, of Texas, 
leaders of that state’s rarin’, roarin’ dele- 
gation of twenty, gave three striking 
specific illustrations of ways by which 
the comparison between Reliance Life 
and what other companies offer can be 
brought forcibly home to a prospect. 

John H. Rose, of Texas, said he had 
made headway because he used specific 
. facts with prospects. Instead cf speak- 
ing in general terms about the payment 
of death benefits he used the specific 
payments in his locality made by the 
company. Life insurance,’‘he affirmed, is 
sold solely on emotion. 

Tom Pruett, of Texas, surprised the 
meeting by stating that every week peo- 
ple come to him for insurance, “because 
the Reliance is offering something ne 
other life insurance coverage can equal.” 
He said the agent who sells his honor 
can’t fail. He uses the list of claims ef- 
fectively by forcing home the lesson of 
the actual money achievements of the 
company’s full coverage. 
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told how he uses the various tools in the 
company’s kit to reach prospects, the 
agent merely being required to concen- 
trate and select. 

Mrs. Wilkes, a new comer to the com- 
pany, was introduced by Mr. Allmond in 
glowing praise of her record in the town 
of Tillamook, Oregon, famous for its 
cheese. Mrs. Wilkes, the only woman 
agent who qualified present, made a fine 
talk speaking of the pleasure there was 
in seeing a lot of people and talking to 
them of Perfect Protection, the Re- 
liance’s exclusive brand. She has found 
her work with the women in the homes 
to be most beneficial in writing the men. 

S. L. Clark of Crockett, California, re- 
ceived an introduction from Mr. All- 
mond that made him quite a personage. 
He told of Clark’s going into this town, 
a “sugar factory” town and winning his 
way by sheer personality and honesty. 
Mr. Clark secured the use of the town’s 
community house for a banquet to 
spread the gospel of Reliance Perfect 


Protection, the first time any commercial 
use of the building had been permitted. 
fe modestly told of his work in this 
community where he has close to ten 
per cent. of a population of 4,000 already 
as clients, all boosting for him and the 
Reliance Life. 

An added starter was Maurice Weyle 
of Philadelphia of the firm that designs 
and prints the company’s rate books. 
Mr. Weyle made a real hit. He spoke 
of the training of agents, contrasting it 
with personal experience with the Eng- 
lish method and of the striking fact that 
it is dificult to buy life insurance since 
specialists are trained to sell it. He said 
the average successful salesman of mer- 
chandise is a picked man and that the 
average merchant would not have any 
goods on his shelf to sell his customers 
if it were not for the specialist who 
makes the merchant purchase good to 
keep up with that demand. 

L. fF. Thomas of Tafft, 
new comer who wrcete 
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in eight months, told of his work being 


made possible because the company’s 
corner-stone was one of faith. Mr. 
Thomas was also conspicuous as_ the 


daddy of little Gloria Thomas, six months 
old, who, accompanied by her mother, 
made the trip with the California dele- 
gation of twenty-three and was named 
mascot. The boys of that delegation 
presented Gloria with a beautiful silver- 
gold cup properly inscribed. 

A. P. Harwood of California, told of 
his success in his three months’ connec- 
tion, attributing it to the fact that he 
loved competition, although admitting 
that the Reliance Life has none, that he 
loves his work, and that he wouldn't sell 
anything that was not the best that could 
be had. 

Ik. W. Armstrong of California, 
brought out the point that he owes his 
success ta the Reliance way of encourag- 
ing agents to assist in adjusting all 
claims. This point was brought out by 
other speakers, all praising the com- 
pany’s evidence of confidence in the 
agent by permitting him to actually 
handle the claim account and deliver the 
checks thereunder. 

One ot Mr. Armstrong’s pertinent ob- 
servations was that “the successful agent 
must forget the commission side or that 
you are working for yourself. You are 
working for the assured and his family. 


When you fail to sell a prospect you 
should worry about why you didn’t sell 
him, not why he didn’t buy.” 


The cashier method of handling the 
company’s business was explained in de- 
tail by Vice-President Scott, who told 
of the basis of remuneration being on 
the cooperative scale in results. He 
urged agents to cultivate the cashiers in 
their respective departments, learning of 
their plans and how each can cooperate 
to help the other om improving condi- 
tions. 

L. R. Fulmer of California, made an 
inspiring talk. Mr. Fulmer came to the 
company from the ministry. He has a 
lofty ideal of service the agent should 
measure up to, not merely as a commis- 
sion grabber. The life agent he pro- 
nounced a “public benefactor, an edu- 
cator of social conscience, a preacher of 
the gospel of thrift, economy and how to 
attain to a happy, contented old age.” 

The big feature of the closing busi- 
ness session was an_ inspirational = 
given by Dr. Stuart B. MacDiarmid, 
practising physician of Omaha, who hes 
achieved fame as a talker on sales ideas. 
Dr. MacDiarmid is president of the Ad. 
Sales Club of Omaha, said to be the 
largest organization of its kind in the 
world. He is medical examiner for the 
Reliance Life at Omaha, representing 
other life companies, too. 

In appearance he is the typical 
ter of ideas, rugged, vigorous and 
ating a personality of force. He uses 
charts in his talk that are different. The 
application to life insurance selling, par- 
ticularly selling Reliance Perfect Pro- 
tection, of the fundamentals of psychol- 
ogy was brought into forceful illustra- 
tion by the speaker. 

His subject was “The Ten-Dollar Man 
With the Million-Dollar Opportunity.” 
The composition of the human body, 
according to the speaker, is known to 
be of 16 different recognized chemic als, 
whose value in the drug market is ex- 


mas- 
radi- 


actly ten dollars, and can be so pur- 
chased. 
“Man,” said the speaker, “possesses a 


tool box, his mind, and for tools he has 
been given sensation, perception, will, 
memory, imagination, reason, self-con- 
sciousness, sub-consciousness, and moral 
consciousness. His products are ideas.” 


At the banquet Dr. MacDiarmid made 
an effective talk of a deep, sentimental 
character, dealing with the moral ten- 
dencies of the times, the need of par- 
ents getting closer to their children, and 
lauding the work being done by life 
insurance in helping to place the home 
on a securer foundation. 


The last day of the meeting was given 
over to sight-seeing. 
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Travelers Big 
Meeting Ends Today 


CONTINUED FOR TWO WEEKS 





New Things Company Is Doing; Pushing 
Payroll Deduction Plan; Group 
Opportunities 





One of the features of the sixtieth 
anniversary convention of the Travelers 
at the Chateau Frontenac, Quebec, which 
ends today has been a daily newspaper 
which recorded the progress of the Con- 
vention from day to day, giving the in- 
teresting parts of the principal speeches and 
the program for the day to come, of en- 
tertainment as well as business. Clarence 
W. Van Beynum, assistant manager of the 
Publicity Department of the company, was 
the responsible party for the editing and 
the bright, snappy quips about the dele- 
gates. The paper contained many repro- 
ductions of photographs taken while the 
delegates were at work and at play. It 
was a four-page affair and was called 
“Travelers Daily Protection.” 

Another feature was the welcome of 
James Samson, mayor of Quebec, who 
addressed the opening session of the con- 
vention each of the two weeks it was 
held. I. F. Butler, president, headed all 
sessions. Other speakers were Senator 
G. G. Foster, K. C., legal agent and atter- 
ney of the Travelers in Canada, and G. D. 
Finlayson, superintendent of insurance for 
the Dominion. For the entertainmet of 
the delegates there were trips throughout 
the city, visits to the Shrine of Ste. Anne 
de Beaupre, sails on the St. Lawrence 
River, golf tournaments and various social 
functions. 


President Butler on Restrictions 

Addressing the agents on the opening 
day of the convention, President Butler 
said: “The fundamental requirement of an 
insurance company, the requirement on 
which the whole structure rests, is that 
at all times it shall be prepared to meet 
fully its contractual obligations. If, by 
the conduct of our affairs, we have con- 
clusively proven that we are competent 
to do it in the lines which we write, why 
should the restraining hand be laid upon 
us when we desire to add other lines and 
stand ready to provide the necessary secur- 
ity for proper conduct of such lines? But, 
exceptions and restrictions are laid upon 
us which permit us to do this, but not to 
that. An insurance company should sell 
what the insuring public requires and be 
prepared with complexities in insurance 
fo meet the increasing complexities of 
living.” 

The San Francisco delegation on their 
way home from Quebec stopped over to 
see the home office buildings of the com- 
pany. They attended the first sessions of 
the convention last week and arrived in 
Mfartford Saturday morning. After visit- 
ing the tower and having the various 
places of interest in the city pointed out 
to them, they were shown through the im- 
portant departments of the company and 
later attended a luncheon at a local hotel. 

They left Saturday afternoon for New 
York and later went to Washington. 

The delegates planned this trip them- 
selves, and about one-half of the San 
lrancisco contingent are now discussing 
the relative values of the East and West. 


Vast Group Opportunities 

Vice-President Page, who has charge of 
the accident and group department ad- 
dressed the convention on group insurance. 
He said the Travelers has 289% of the 
group insurance in force and nearly 50% 
more individual cases than its nearest 
competitor. The field for group insurance 
may be estimated by the number of work- 
ers on wage and salary in the United States 
and Canada. There are over 42.000,000 in 
the States and over 4,000,000 in the 
Dominion. The average industrial policy 
he said is about $135, not enough to pay 
for the funeral and expense of last illness. 
Before every worker there are four 
ghosts—sickness, dependent old age, family 
left destitute and unemployment. Group 
msurance takes care of two of these 
ghosts. 


Concerns will spend millions to gain the 


good will of the pubic. The good will 
and hearty cooperation of employees is 
just as valuable and when the expenditure 
is in group insurance it buys more good 
will per dollar than can be had in any 
other way. Also, the employer who buys 
group gets for 30 per cent of his em- 
ployees something they could not buy; that 
is 15 per cent are uninsurable for physical 
reasons and another 15 per cent cannot 
get it because of age or cost. Vice Presi- 
dent Page said that in 1923 414 Travelers 
agents closed one or more group cases. 
The average group premium is $3,100 and 
the average accident and sickness premium 
is $5,400. 

The lapse ratio on group in 1919 was 
5 per cent; 1920, 3 per cent: 1921, 8 per 
cent; 1922, 3 per cent; 1923, 3 per cent. 


Payroll Deduction Plan 


Vice President James L. Howard dis- 
cussed the tremendous growth of the com- 
pany’s life business. Ten years ago the 
paid business for 1913 was $56,000,000; in 
1923 it was $690,000,000, and it will be 
more this year. 

Vice President Howard discussed in de 
tail the operations and opportunities in 
writing the comnany’s payroll deduction 
insurance plan. Having obtained the con- 
sent of the employer to make monthly pay 
roll deductions for life insurance premiums, 
the agent has a wide open field of a large 
volume. He said there was an impression 
in the field that payroll deduction insur- 
ance was designed for industrial plants 
and that the principal advantage of it was 
that the company waived the $10 minimum 
rule on premium payments. This is not so, 
Mr. Howard said, and he urged the Tra- 
velers men to get away from small policies 
and write fives, tens, twenty-fives and fif- 
ties. The company authorizes un to $3,000 
under the payroll plan on short form 
medical blank. This, Mr. Howard thought, 
had a tendency to put a limit on the indi- 
vidual policies. whereas there was no 
reason for it. To get away from this the 
Travelers has authorized up to $10,000 in- 
surance on the short form medical blank. 
The Travelers is using the five year term 
policy with a snecial option of conversion. 
The company has recently found that it 
is possible to use this plan for conversion 
to any form so that the five year term may 
he converted to any form issued by the 
company. 


TO THE LADIES! 


Penn Mutual Dedicates Issue of Its 
Paper to Loyal Co-Workers 
in Agency Offices 


The September number of the Penn 
Mutual Life “News Letter” is dedicated 
to the women co-workers of the agency 
offices of the company and contains sev- 
eral pages of pictures which show that 
the company is as clever in picking its 
office personnel as it is in picking its 
agency staffs. The issue leads off with 
a storv about Miss Marv LL. Young, who 
has been connected with offices of the 
Penn Mutual in different cities for 
twenty-five years. On her quarter cen- 
tury anniversary the company asked 
Miss Yeung to come to the home office 
where she received the congratulations 
of all of the officers. 

The idea of paying tribute to the 
women of the agencies was President 
Law’s. In his tours of the agency offices 
he has been impressed with the fine 
spirit and capacity of the 
werkers. 





women 


WRITING HEAVILY IN CHINA 

The Asia Life Insurance Company of 
Shanghai, a legal reserve life. insurance 
company, operating under an American 
charter, paid for $1,149,000 in July of 
this year. This covered 373 applications 
on as many lives, both foreign and 
Chinese. The average amount was 
$3,080. A three-quarter page ad in the 
Chinese Press was taken to tell the story. 
The ad stated the applications came 
from the vast expanse of China—from 
Canton in the South. Chengtu and 


Chungking in the far West to Harbin 
and Mukden in the North, in addition 
to Shanghai and a scere of other Cities, 








Insurance Record, 1923 | 


New Insurance 


$ 96,148,025 
719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


Insurance in Force 





New England Mutual Life Insurance Co., 


Boston, Mass. 














INCORPORATED 1871 ) 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal forms ef ORDINARY Policies from $1,000.08 to $50,000.40, 
with premiums payable — semi-annually or quarterly, 
INDUSTRIAL Policies from $12.50 to "31,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 
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Payments to Policyholders......... ........sesseeees 
Total Payments to Policyholders since Organization 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 
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a record of EIGHTY-ONE YEARS of prosperous and suc- ‘g 

Kz 
cessful business. It has passed through panics, pestilence al 
and wars unharmed, and to-day, as a result of eight decades : 
of endeavor, offers financial strength, reputation, magni- ig 
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The Mutual Life Insurance Company 
of New York 
34 Nassau Street 
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| PHILADELPHIA LIFE INSURANCE C0. 

















Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 8 
Fulton Street, New York City. Clarence 
Axman, Presiden? and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
31.00 for postage should be added. Other 
sountries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class mvtter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





LUSITANIA CLAIMS DECISION 

The decision of the Mixed Claims 
Commission, United States and Ger- 
many, disallowing the claims of the 
American life insurance companies on 
account of policy payments on the lives 
of “Lusitania” victims, is interesting 
from several angles but particularly, 
perhaps, because it adds one more case 
bearing on a rare point of insurance 
law. The companies sought to recover 
for loss—to state the case ‘in broad 
terms—due to the premature death of 
the insured, claiming as the measure 
of the damage sustained by them the 
difference between the insurance bene- 
fits paid and the reserves then stand- 
ing to the credit of the policies in- 
volved. In addition, they showed that 
such difference amounted to exactly the 
same sum as the present value of the 
future premiums which the insured 
would have paid, had they lived to con- 
tinue their policies in force until their 
normal maturity. 


There seems to have been but one 
such case in International law. In 1903 
the Ydun Life Insurance Co. of Nor- 
way, presented a claim before the Nor- 
wegian-Venezuelan Arbitration Commis- 
sion for the entire amount paid under 
a policy of insurance upon the life of 
the master of a Norwegian ship who 
was killed by the discharge of artillery 
upon his vessel. Although the ship own- 
ers were awarded a substantial amount 
as indemnity for the loss of the ship- 
master’s services—a contract right, the 
claim of the insurance company was re- 
jected. The damages claimed, however, 
were quite different from those adduced 
by the American companies in the “Lusi- 
tania” cases. 

Whatever may have been the rule 
applicable at common law, or under in- 
ternational law as heretofore established, 
the Treaty of Berlin recognized that cer- 
tain great wrongs had been committed 
and provided for their reparation. It 
seemed, therefore, to afford the basis 
for a rejection of the technical doctrine 
of proximate cause which, unfortunately, 


the Commission had previously recog- 
nized as limiting the rights of claim- 
ants under the Treaty. In fact, the 
American Commissioner upheld the 
claims in an opinion with which the Ger- 
man Commissioner disagreed. Respon- 
sibility for the final decision thus de- 
volved upon the Umpire, who said in his 
opinion: “Although the act of Germany 
was the immediate cause of maturing 
the contracts of insurance by which the 
insurers were bound, this effect so pro- 
duced was a circumstance incidental to, 
but not growing from, such act as the 
normal consequences thereof, and was, 
therefore, in legal contemplation remote 
—not in time—but in natural, and nor- 
mal sequence * * *” 

When it is recalled that, historically, 
rights are a matter of growth, beginning 
with the recognition of wrongs for 
which remedies are accorded, it is be- 
cause the Treaty of Berlin seemed to 
afford an opportunity to transcend the 
purely technical limitation and to apply 
the remedy for a tort admitted freely 
as to the sinking of the “Lusitania” that 
the decision is disappointing. 


A FORCEFUL RESOLUTION 

Several events this week lend strength 
to the opinion that the National Associa- 
tion of Insurance Agents is planning to 
make active and extensive use of the reso- 
lution passed at the Milwaukee convention 
calling on its members to support fire com- 
panies which in turn support the American 
Agency System and to cease to represent 
companies judged to be in continuous 
violation of vital principles of the Asso- 
ciation. In the first place, Cliff C. Jones, 
the new National Association executive 
committee head, issues a statement that he 
will make every effort to carry out the 
desires expressed in the resolution. Mr. 
Jones, alone with President Moffatt, is one 
of the leading executive officers of the 
National Association. 

Walter H. Bennett, Nationa] Association 
secretary, this week discusses frankly the 
history of two alleged violations of Amer- 
ican agency principles and specifically 
names two companies that he believes will 
or ought to be judged as being unfair with 
local agents. And in the third place, Presi- 
dent Carter of the Maryland Association 
issues a call to agents in his state to live 
up to the Milwaukee resolution by taking 
stock of the companies they now represent. 

Immediately after the Milwaukee con- 
vention adjourned on September 12, two 
weeks ago today, there was some doubt 
expressed among fire insurance executives 
as to how far the National Association 
would go in enforcing its spear-headed 
That doubt seems now to have 
disappeared. It still remains to be seen 
whether the National Association can 
muster its members behind the leaders 
upon whose shoulders fall the duties of 
passing on complaints against companies. 

It is sincerely to be hoped the coming 
year will bring better feelings and closer 
relations between companies and agents, 
and that the difficulties now existing will 
be settled amicably and without an open 
breach between a few fire companies and 
their agents. The large majority of com- 
panies get along splendidly with their rep- 
resentatives. The others, if convinced that 
their actions only lead to real and active 
resentment in the agency ranks, should 
make a decent effort to reach a satisfactory 
understanding with their agents before 
more chaos looms ahead. 





resolution, 


Cliff C. Jones Backs 
Milwaukee Resolution 


WILL SEEK TO VITALIZE IT 


New Executive Committee Chairman of 
National Association to Carry Out 
Will of National Convention 

Cliff C. Jones, newly elected executive 
committee chairman of the National As- 
sociation of Insurance Agents, and re- 
puted to be fearless in his efforts to car- 
ry on the Associaticn’s work, made his 
first statement on the famous Milwaukee 
resolution this week to the Iowa Asso- 
ciation, meeting Tuesday in Sioux City. 
His message was brought by Secretary 
Walter H. Bennett, of the National As- 
sociation, who met Mr. Jenes in Kansas 
City and there obtained the latter’s ex- 
pression of opinion. Mr. Bennett read 
the following from Mr. Jones: 

“I desire to extend my hearty greet- 
ings and sincere well wishes to the Iowa 
Association of Insurance Agents. 

“We are rapidly approaching a time 
in the history of the National Associa- 
tion of Insurance Agents when a more 
determined effort may be necessary to 
preserve the American Agency System. 

“At Milwaukee we declared that our 
allegiance as agents belonged to those 
companies whose loyalty to our prin- 
ciples is unquestioned. This declaration 
is the foundation of reciprocity. Con- 
fidence in one another has brought this 
great country of ours to its present won- 
derful positign as a world power and has 
invested American business with a sta- 
bility that is the wonder and admiration 
of the world. 

“The resolution at Milwaukee, how- 
ever, went farther than this doctrine of 
reciprocity. We further declared that 
the time had arrived when it was in- 
consistent for an insurance agent to be 
a member of our Association and at 
the same time continue representing 
companies, when in the judgment of our 
Executive Committee such companies 
are ‘intentionally and continuously in 
violation’ of the principles we believe 
to be necessary for the preservation of 
the American Agency System. 

“This is a new position we have taken. 
It was impelled by the necessity of ex- 
isting conditions tending toward the 
breaking down of the American Agency 
System. 

“The Convention further called upon 
the National Executive Committee to 
vitalize these declarations by providing 
a practical way of carrying them cut. 
I recognize this as a mandate coming 
from the National Association, which has 
honored me as one of its chosen officers. 
I must take the commitment seriously 
and endeavor to the best cf my ability 
to carry out the expressed will of that 
Convention.” 

JERSEY AGENTS PROGRAM 
In Addition to Discussion of Qualifica- 

tion Bill and Auto Insurance 
Leading Men Will Talk 

Three prominent insurance men are 
scheduled to speak at the annual meeting 
of the New Jersey Association of Under- 
writers (local agents) which will be held 
October 2 at the Robert Treat Hotel in 
Newark. They are Francis R. Stoddard, 
former New York State Insurance Super- 
intendent; T. Alfred Fleming, head of 
the conservation department of the Na- 
tional Board of Fire Underwriters; and 
Vice-President Frank J. O’Neill of the 
Royal Indemnity. Mr. O’Neill, who will 
talk on compulsory automobile insurance, 
is well known in sporting circles, having 
achieved fame as football coach for Colum- 
bia and other large university teams. 

The morning session of the meeting will 
be devoted to reports of officers and dis- 
cussions of the agency qualification bill and 
compulsory auto insurance. It will be re- 
called that a vigorous battle was waged 
early this year to put an agency qualifica- 
tion bill through the New Jersey legis- 
lature, but the bill was defeated through 
the opposition, of the fire companies. An- 
other attempt will be made in 1925 to pass 
a qualification bill. 


W. Va. Agents Resent 
Companies’ Actions 


IN MAKING COMMISSION CUTS 


At Special Mecting They Also Adopt 
Resolution Calling For Adherence 
to Sole Agencies 


West Virginia local agents, at a special 
meeting last Friday at Parkersburg, W. 
Va., of the West Virginia Association, 
went strongly on record against the al- 
leged arbitrary action of the fire com- 
panies in fixing a 20% flat commission 
scale for their state without cooperating 
fully with them before announcing the re- 
ductions in commissions. The Association 
also passed a resolution strongly endorsing 
the sole agency agreement signed by agents 
throughout the state. The fire companies 
will be asked to give unanimous coopera- 
tion to this agreement. 

Last week the Eastern Union and the 
Western Union officially adopted the new 
commission rules of the West Virginia 
Uniformity Association as their own. 
Companies writing 96% of the fire busi- 
ness in West Virginia are reported to 
have already signed the revised commission 
scale. 

Following are the interesting and deter- 
mined resolutions passed at the meeting, 
which was attended by about 150 agents, 
the largest attendance in the history of 
the West Virginia Association: 

ReEsoLveD, That the commission question in 
West Virginia be handled through and by the 
West Virginia Association of Insurance Agents 
for the interest of all fire insurance agents in 
West Virginia, and the Association hereby ap 
proves the actions of their officers and committee- 
men on this question in all past negotiations. 

Agents Always wuung to Conrer 

RESOLVED, WHEREAS, The members of this As 
scciation through their committees and officers 
have always shown a willingness, and in actual 
practice have participated in conferences on the 
commission question with committees from the 
companies on several occasions and, WHEREAS, 
We are still willing to confer with the com- 
panies through regularly constituted committees 
on the commission question and believe that an 
agreement can be reached now just as our com- 
mittees have always been able to agree in the 
past, and, Whereas, the present Supervisory 
Committee without consultation with the mem- 
bers of this Association or without even giving 
them a hearing, have adopted a scale of com- 
missions which they advise our committee, with 
such apparent satisfaction, had been agreed to 
by companies writing 96% of the business in 
West Virginia, and further informed our com- 
mittee that this scale of commissions was not 
subject to change or modification and that the 
rate wag fixed by them, and that the only ques 
tion they could discuss with our committee was 
the date the new commission scale they had 
adopted would become effective, and, WHEREAS, 
our companies have heretofore entered into 
written agreements with us and given us equal 
contractual rights with them. 

Now, THEREFORE, We resent the treatment we 
have received from the Supervisory Committee 
and decline to accept a circular letter as an 
abrogation of our present contracts, which let- 
ters, to our astonishment, were mailed to the 
agents before a meeting of the West Virginia 
Association of Insurance Agents could be held 
and our committee given an opportunity to re- 
port to our Association as they agreed to do 
at the meeting with the West Virginia Super- 
visory Committee in New York, August 28, 1924. 
And, furthermore, we do not believe that the 
majority of the companies are aware of the 
arbitrary method that has been used by the 
Supervisory Committee in the promulgation and 
adoption of this scale. 

Refuse Co-operation on Arbitrary Regulation 

THEREFORE, Be Ir FurtHer ReEsoLven, That we 
cannot consider or lend our co-operation to this 
or any other proposed commission regulation in 
West Virginia without conference and agreement 
with the West Virginia Association of Insur 
ance Agents. 

THEREFORE, Be Ir FurrHer Resotvep, That 
this Association heartily endorses the sole 
agency agreement signed by agents throughout 
the State of West Virginia and hereby adopts 
the sole agency principle and that no exceptions 
be made in the status of any underwriter, un 
derwriter’s annex and/or department and any 
company in the application of the sole agency 
agreement, and that the Association through its 
Secretary inform each and every company doing 
business in the State of West Virginia of the 
adoption of the sole agency principle in West 
Virginia by this Association and ask their co 
operation. 

Ano) Be Ir Furrner Resotvep, That the 
definition of sole agency be that as defined in 
the agreement signed by the agents, i.e.: “By 
sole agency is meant that a company and its 
underwriters and/or departments shall be repre- 
sented by only one agency in any town or 
city” and that the territory affected by this 
agreement be every town or city in West Vir- 
ginia and territory outside of these limits be 
that designated by each local board, or where 
there are no local boards, by the agents in that 
territory according to their company’s contracts 
for territory and that all new company appoint- 
ments comply with these territorial rules, 
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Commerce Chambers 
Working Actively For 
Fire Prevention Week 


GOVERNORS PROMISE SUPPORT 
National Fire Waste Council Meets 
Today in Washington to Assist 
The Local Chambers 


Sased upon the number of requests it 
has received for information and ma- 
terial, more chambers of commerce and 
trade associations will be active in the 
Prevention Week 
according to the In- 


observance of Fire 
than ever before, 
surance Department of the Chamber of 
Commerce of the United States.  Fol- 
lowing the issuance of President Cool- 
idge’s proclamation, the Department re- 
quested all state governors to issue 
similar appeals, urging the citizens of 
their states to observe Fire Prevention 
Weck. 

As an indication of the wholehearted 
co-operation which state officials are 
rendering in this movement, all of the 
replies received to date state that proc 
lamations will be issued. The Insurance 
Department has also addressed letters 
to state superintnedents of education re- 
questing special exercises in the schools 
and thorough inspections of all school 
properties during the week. 

The program of the National Fire 
Waste Council meeting to be held in 
Washington at the headquarters of the 
National Chamber today has been for- 
mulated for the express purpose of as- 
sisting locai chambers and trade associ- 
ations in their fire prevention activities. 
In order to co-operate more effectively 
in this work, the National Association of 
Commercial Organization Secretaries 
has appointed two representatives to the 
Council. The «lelegates are William 
Kennedy, secretary of the Camden, N. J., 
Chamber ci Commerce, and John North- 
way, secretary of the Hamilton, Ohio, 
Chamber ot Commerce. As these men 
will bring to the meeting the local cham- 
ber viewpoint, the Council will have a 
better understanding of the problems 
which confront organizations of this 
type. Mr. Kennedy will address the ses- 
sion on the subject, “The Werk ot 
Chambers of Commerce.” 

Work of Canadian Chambers 

George I*. Lewis, Deputy Fire Marshal 
of Ontario, will speak on the Fire Pre- 
vention Activities of Commercial Or- 
ganizations in Canada. Following the 
success of the Inter-Chamber Fire Waste 
Contest last year, Mr. Lewis has worked 
out a similar plan whereby a competition 
in fire prevention may be held among 
Canadian chambers. He has been closely 
following the work of these organiza- 
tions in this field. 

lire Prevention Week will be the sub- 
ject of an address by T. Alfred Fleming, 
supervisor of the Conservation Depart- 
ment of the National Board of Fire 
Underwriters. His speech will lay special 
emphasis upon the activities which may 
be undertaken during this period by 
chambers of commerce as a means of 
gaining credit in the Inter-Chamber Fire 
Waste Contest. 

Gilbert E. Stecher, chairman of the 
Fire Prevention Committee of the Ho- 
boeken, N. J., Chamber of Commerce, 
which was the winner of the main award 
in last year’s Contest, will speak on the 
results secured by his committee. This 
address should be of decided interest to 
the 250 organizations competing for the 
1924 awards because it will prove con- 
clusively that fire preventition activities 
pay splendid dividends. . 

A resume of the work done by state 
fire prevention associations of the mid- 
dle west in securing entries and stimu- 
lating interest in the Contest will be pre- 


Bliven Blames Union 
For Western Troubles 


AGAIN DENOUNCES SEPARATION 
Western Bueen Meats in Atlantic 
City Concerns Itself Chiefly With 
Field Difficulties 


Members of the Western Insurance 
Bureau held their semi-annual meeting 
Tuesday, Wednesday and yesterday at the 
Ambassador Hotel in Atlantic City, the 
keynote of this gathering being a severe 
attack on the Western Union for its activ- 
ities in the West since the abrogation of 
the Bureau-Union conference agreement. 
President Waite Bliven went right to the 
point in calling fire insurance conditions 
chaotic and saying that these troubles have 
been greatly aggravated as a result of the 
Union’s action. In the opinion of Mr. 
Bliven the conference agreement had pro- 
tected both agents and companies during 
the eleven years of its existence, but now 
there is nothing to restrain the greedy. 

Officials of the Western Union were 
declared to have assumed an “arrogant” 
dictation over the rights of others and 
to have offered nothing as a substitute. 

“As the Western Bureau,” said Presi- 
dent Bliven, “has never received a satis- 
factory explanation of the abrogation of 








sented by Richard E. Vernor, manager 
of the Fire Prevention Department of 
the Western Actuarial Bureau. These 
associations are endeavoring to secure 
100% enrollment among the chambers in 
their respective territories Missouri 
and Oklahoma have already achieved this 
distinetion, 


Public Building Construction 


Among the subjects which will be dis- 
cussed by the Council with reference to 
the program for the coming year is 
proper construction for public buildings. 
A number of fires in public buildings and 
the numerous fatalities resulting from 
them make this a matter of deep con- 
cern to every local Fire Prevention Cem- 
mittee. 

Trade associations are especially in- 
terested in fire prevention from the 
viewpoint of their particular industries. 
The accomplishments of a number of 
these organizations have demonstrated 
the excellent ows of this con- 
structive service. J. Reese, who is in 
charge of the fire Bedi activities of 
the American Gas Association and the 
National Electric Light Association, has 
been asked to deliver an address on the 
efforts of trade associations in fire pre- 
vention. 

Dr. T. T. Read, Safety Service Direc- 
tor ef the United — Bureau of 
Mines, will speak on Fire Waste in the 
Mineral Industry. This subject is of 
timely importance and will be of special 
interest to a number of national trade 
organizations. 
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the agreement we can only voice the 
opinion that the action was taken to satisfy 
an insatiable greed for business on the 
part of a few in order that companies 
which wrote during 1923 seventy-four and 
sixty-four one hundredths of the total 
premium income in Western Bureau ter- 
ritory might attempt to absorb or at least 
control the remaining premiums written by 
the Western Bureau and a few non-affili- 
ated companies and mixed agents.” 

Mr. Bliven said that his organization 
would continue, as in the past, to protect 
the interests of its agents. 


No Question of Responsibility 


“We wonder what answer can be made 
to the stockholders, directors, local agents, 
policy holders, State officials and the busi- 
ness world generally by those responsible 
for the abrogation of the conference agree- 
ment. The deplorable situation in which 
our business has been thrust was not of 
our seeking, was not due to our action 
and there can be no question as to where 
the full responsibility lies, but the Bureau 
will continue to wage a successful attack 
against this unholy separation war for the 
protection of the public, agents and _ it- 
self.” 

Ralph Rawlings, B. L. Hewett, and 
F. S. Danforth submitted committee re 
ports, while C. A. Rich, manager of the 
Underwriters Adjusting Company, reported 
on the affairs of that organization. H. A. 
Clark, general manager of the National 
Liberty at Chicago, reported for the ex- 
ecutive committee. The next meeting of 
the Bureau will be held at the Green- 
brier Hotel, White Sulphur Springs, 
Virginia. 

Resolutions were adopted on the deaths 
of William H. Stevens, president of the 
Agricultural; John W. Crooks, vice-presi- 
dent of the Ohio Farmers, and Charles E. 
Sheldon, vice-president of the American 


of Newark. 





CAPITAL hae Ged wae fea 
LIABILITIES 
NET SURPLUS 


J. A. KELSEY, President 





STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Statement December 31, 1923 





TOTAL ASSETS : .... 





Head Office: 45 John Street, New York 


$1,000,000.00 
: 346,885.82 
+ « « « «  3Gihoreso 
2,430,459.78 


GEO. Z. DAY, Secretary 











Bennett Names Two 
Alleged Violators 


OF LOCAL AGENTS PRINCIPLES 


National Association Secretary Cites 
Firemen’s and Northwestern as 


Hostile to Agents 


Bennett, secretary of the Na- 
Agents, 


Walter H 
tional Association of Insurance 
speaking ‘Tuesday, this week, before the 
annual convention of the Iowa Associa- 
tion at Sioux City, gave an idea of the 
meaning of the Milwaukee resolution when 
he named two companies, the Firemen’s 
of Newark and the Northwestern Na- 
tional, respectively, as “intentionally and 
continuously in violation of” the bank 
agency and expiration ownership prin- 
ciples of the National Association, , It is 
Mr. Bennett’s opinion that the Milwaukee 
resolution will not by any means be a dead 
letter but will be carried into effect. 

Following are important extracts from 
Mr. Bennett’s address : 


Twenty-eight years ago a group of insurance 
agents moved by pride in their profession, and 
seeking to place the agency business on a high 
ethical plane, met in Chicago and founded the 
National Association of Insurance Agents. We 
have just concluded, at Milwaukee, the 29th 
Annual Convention of that Association. We 
there declared that it was our belief that the 
agents of America owe their allegiance to those 
insurance companies whose loyalty to our prin 
ciples for the preservation of the American 
Agency System is unquestioned. 

Phat declaration was predicated upon the fact 
that the ideals of the National Association are 
high and its principles unassailable. Neither 
companies nor agents Owe any degree of k yalty 
to an organization unless it stands foursquare 
on the ethics of the business. We have a right 
to assume that the fundamental principles of 
the National Association are right, otherwise 
they could not have stood the test of a quarter- 
century intense development in the insurance 
business. 

An analysis of the Milwaukee resolution leads 
us to inquire: What is the American Agency 
System? 

Definition of System 

A prominent company executive undertook the 
other day to define this system as follows: 

“Company representation in a specified terri- 
tory by an agent possessing such reputation, 
loyalty to company, knowledge of the business 
and ability to serve the public and company as 
will justify the company in vesting him with 
authority to determine its acceptances and the 
execution of its underwriting policies.” 

It is obvious that company representation in 
this country today is not along the lines indi- 
cated in the above definition, 

If it were the sole agency system would be 
in existence. The principle of agency qualifica 
tion would be everywhere prevalent. An agent 
of a company would again become its accredited 
representative to act for it and in its place 


in a given territory. There would be no sub- 
terfuge in the way of annexes. There would be 
no multiplicity of agents in the same territory 
for the same company. ‘There would be no 


ignorant, incompetent and irresponsible persons 
holding company agency appointments. There 
would be no mere constantly recurring misun- 


(Continued on page 17) 
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Maryland Supports - 
Agents’ Resolution 


CARTER ISSUES STATEMENT 


Calls On Maryland Association Mem- 
bers to Fight Companies Violating 
Agents’ Principles 


President W. C. Carter of the 
land Association of Insurance 


Mary 
Agents 
appears to be the first Eastern Associa- 
tion head to present an official endorse 
ment of the fighting resolution adopted 
two weeks ago in Milwaukee by the Na 
tional Association of Insurance Agents. 
Mr. Carter calls upon the members of 
his state association to invoke penalties 

ainst companies which deserve them 
=a show favor for those entitled to co 
operation. In asking that Maryland 
agents take stock of the companies they 
now represent to see whether they vio- 
late any of the principles for which the 
National and State Associations stand 
President Carter shows that for him the 
Milwaukee resolution is not pure 
verbiage. 

Following is the text of President 
Carter’s statement to the Maryland As 
sociation members: 

The Milwaukee convention was rather 
unusual by reason of the fact that the 
resolutions committee departed from the 
usual custom of presenting a number 
of resolutions most all of which have 
heretofore reiterated the principles of 
the National Association and brought 
before the convention but one actual 
resolution. This resolution in effect 
calls upon the membership of the Asso- 
ciation to SUPPORT THOSE COM 
PANIES WHICH ARE KNOWN AS 
SUBSCRIBERS TO ITS PRINCIPLES 
and to treat other companies with the 

same treatment as they accord the prin 





The resclution further provides that 
it would appear inconsistent for mem- 
bers of the Association to continue the 
representation of disloyal companies 
and unless agents see fit to discontinue 
such represe ntation it would be for the 
good of the Association if they would 
resign from membership. 

In the lobbies of the convention hall 
and *of the hotels and in committee 
certain disloyal companies were men- 
tioned by name, but it always developed 
as the sense of these gatherings that it 
would be unwise to attack those com 
panies by name, since such action might 
lead to serious legal difficulties. 

The National Association has no police 
power over its membership or their com 
panies, the whole organization being one 
for good which can only be effected by 
its moral influence. 

There is no question in my mind but 
that much good will come of this reso 
lution if the agents will subscribe to the 
sentiments and will invoke penalties 
where they are deserved and show favor 
to those whe are entitled to receive it. 

To secure 100 per cent. co-operation of 
the membership of the National Asso 
ciation would by necessity reduce the 
membership as at present constituted, 
but if the remaining members, which 
would certainly constitute a considerable 
number, saw fit to carry out the pre- 
gram, the effect would produce a con 
siderably better result for the good of 
all than what might be secured by 
divided allegiance. 

| therefore call upon the agents in 
Maryland, members of the Maryland 
Association of Insurance Agents, to take 
stock of the companies now represented 
by them and those that may hereafter 
seek them as representatives and de- 
termine if such companies are violating 
any of the principles for which the State 
Association stands. 


George Harrington, superintendent of 
the local loss department of the Home of 
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O. J. PRIOR, President 








INCORPORATE® 1868 


The Staderd Fire Tneuance Ca. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 











MAY REINSTATE D. G. BAIRD 


Insurance Department Reported To Be 
Reviewing Evidence Which Led To 
Cancellation of License 
Officials of the New York State In- 
surance Department are reported to be 
which led to the 
cancellation of the license of David G. 
broker earlier 
Friends of Mr. Baird has 
been active in their efforts to have the 


reviewing testimony 


Baird as an = insurance 
this year. 
department review its action with the 
possibilitv of Mr. Baird being cleared 
of the accusations brought against him 
and his full status in the insurance busi- 
ness restored. 


It is understood that Deputy Super- 


with a view to determining if any change 
can be made. Mr. Baird, who was presi 
dent of Baird & Co., Inc., and connected 
with Marsh & McLennan, made a 
meteoric rise as an insurance broker and 
was especially successful in handling 
cotton accounts. His license was can- 
celled by Superintendent Stoddard in 
May based upon findings of Deputy 
Superintendent James A. 
presided at the hearings on the charges 
against Mr. Baird. 


BRANDT OPENS OFFICES HERE 

W. B. Brandt & Co., Inc., opened 
New York offices this week at 55 John 
Street for the handling of various forms 
of “all-risk” insurance. The firm hails 
originally from San Francisco, and for 
some time has been general agents of 
the Commercial Union for all-risks busi- 








ciples involving the American Agency New York, sailed this week for Haiti to imtendent Terrence F. Cuneen is new yess. It also writes for the Century of 
system. adjust a loss there for the company. going over the 986 pages of testimony Scotland. 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
Neal Bassett, President f q H. M. Schmitt, President ! 
John Kay, Vice-Pres. and Treas. so iA rag a" Nee Vie Pree a 


Watte Bliven, My en and West. 7 
A. H. H ~— 


Wells T. Bassett, yon ll 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organised 1855 


Sent a | 





y 1, 19% 
ASSETS AND LIABILITIES 
Capital .......*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus... 


8,181,979.10 
*3,501,619.22 
ere $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


“As changed April, 1924. 








John Kay, Vice-Pres. and Treas. 
Waite Blven, Vice-Pres. and West. Mgr. 
rg 3 G. Vaughan, 


H. H z 
Wells T. San Secretary 


THE 
Girard F.«M. 


INSURANCE CO. 


of Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities.. 


Net Surplus... 


2,949,854.30 
1,075,257.03 





Total ... . -$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.08 











John Kay, Vice-Pres. and Treas. 
Waite BH Vice-Pres. and West. Mgr. 


Dog cn 
A. H. Hasetnger, Secretary 
Wells T. Baseett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 


Organised 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .. .$ 600,000.00 


Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities.. 


Net Surplus. 


2,208,445 .00 
865,373.90 





 ereere . .$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 











John Kay, 
Waite Bli ven, Vice-Pree. ad Wee West. Mgr. 


Thos. A. Hathaway, Seoretary 
A. H. Hassinger, Searetary 
Wells T. Basectt, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 

Reserve Reinsur- 

ance Fund and 

all other Habili- 

BER isiestesetess 2,938,245 .94 
Net Surplus ....1,819,295.35 





Total .........$4,757,541.29 
Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Agents Must Support 
Fire Prevention Week 


ITS SUCCESS HINGES ON THEM 


T. Alfred Fleming, Fire Prevention Ex- 
pert, Outlines Parts Agents Can 
Play In Campaign 

Local agents are the one real chan- 
nel through which fire prevention work 
can be best carried to a successful con- 
clusion in the opinion of T. Alfred Flem- 
ing, supervisor of the conservation de- 
partment of the National Beard of Fire 
Underwriters. In addressing members 
of the Vermont Local Agents’ Associa- 
tion, meeting last Thursday at Burling- 
ton, Vt., he described ways in which 
local agents can best be of service dur- 
ing fire prevention week this year. 

“The success of any local agent to- 
day is dependent upon the use of his 
individual contacts and the influence he 
is able to wield along lines of public 
welfare. All live agents have long since 
realized that there is a tide of public 
approval rising in every community, de- 
crying the excessive losses of life and 
property through fires,” said Mr. Flem- 
ing. 

“Large national organizations have 
evidenced their interest in Conservation 
upon the realization cf the personal re- 
sponsibility devolving upon each in- 
dividual for the elimination of the causes 
of fire losses. Members of the Na- 
tional Association have been quick to 
sense the opportunity to serve their 
community and have taken the leader- 
ship in their Chamber of Commerce Fire 
Prevention Committee’s activity. Many 
states have responded to our call for 
help and are busy organizing features 
of Fire Prevention program. What is 
possible in one city is possible in every 
section of the country. The coming 
campaign planned for October 5th to 
\1th challenges the best efforts of every 
live agent who believes in service. 

Insurance Science of Service 

“Insurance is the science of service. 
It is the ground work upon which rests 
the commercial activity of the nation. 
It is the support of the great system 
of credit which holds all business or- 
ganizations in titanic grasp. The com- 
merce of the nation is represented as a 





train of cars rolling on rails of credit - 


but as the efficiency of any railroad 
system is dependent upon its road-bed, 
ties and ballast, so is the system of 
business enterprises augmented or les- 
sened in importance by the basic founda- 
tion upon which its lines are laid. The 
road-bed of credit and commercial sta- 
bility is insurance contract—stable and 
conservative. The ties are the inter- 
locking associations interested in finan- 
cial venture. The ballast is SERVICE. 
_ “It can easily be seen that the most 
important final feature of railroad con- 
struction is the ballast, which holds all 
forces in permanent contact. It is also 
clear that insurance service is the cne 
underlying, unifying necessity of com- 
mercial enlargement and stability. All 
service either educational or for con- 
structive improvement assists in the pre- 
vention of waste, and is therefore an 


active, continuous agency in fire pre- 
vention. 
“The enormous waste of life and 


property amcunting to 14,542 lives and 
$506,000,000 in property has become a 


=—_ 








plague upon our nation, especially be- 
cause the largest part of it is unneces- 
sary and therefore preventable. We 
must meet it as we have met all other 
plagues. When a scourge of typhoid 
fever breaks out, a study of the cause is 
demanded and the remedy applied. 
Strenucus means must be used to stem 
the tide of the disease by medical skill 
but chief of all, the cause must be re- 
moved. Society is quick to demand the 
same action in any other attack on pub- 
lic health. Why not take the same pre- 
cautions in removing the cause of fire, 
which snuffs out the lives of so many 
thousands of our citizens? 

“A few years ago, a blight came on 
our cotton crop from the bollweevil. 
Before it was realized, millions of dol- 
lars worth of the cotton in the fields 
was destroyed. The state and national 
authorities immediately began the study 
of methods which would obviate the re- 
currence of this calamity and to a large 
degree, they have succeeded. Why is 
there not the same interest in the study 
of the elimination of the cause of fires 
which produces the greatest and most 
devastating loss the country has ever 
faced? 


Agent Can Arouse Citizens 


“Our task is to arouse our citizen- 
ship to the ever growing proportions 
of this dreadful waste and no one is 
better equipped than the local agent in 
each community. He is the influential 
key man in each town. He has access 
to his Chamber of Commerce and 
luncheon clubs by reason of member- 
ship. He is the advisor of business in- 
terests in respect to insurance matters. 
He is held responsible by his clientele 
for all they ought to know in the im- 
provement of risks for the elimination 
of hazards. He works fire prevention 
305 days in the year. When policies 
are delivered they should be explained 
so that the assured may understand the 
clauses of the contract which affect his 
risk. It is safe to say that 75% of the 
public never read and much less under- 
stand the policies they receive. 

“The agencies who give this service 
always advance because service always 
imbues confidence. Confidence on the 
one side begets confidence on the other 
and the door is therefore opened for 
continuous usefulness. 

“Fire Prevention Week should be 
made the starting point for an all year 
around activity in the conservation of 
wealth. The momentum of the campaign 
should be harnessed so that all public 
improvements would be easily secured. 
iducation both in the public press and 
in the schools is bound to bring about 
the best of results. 

“By a careful analysis, the cities 
where organized activity has been car- 
ried Gn in connection with the fire pre- 
vention program of the United States 
Chamber of Commerce, showed a net re- 
duction in the fire losses of over 30%. 
This is possible in all cities and even 
greater results can be secured by more 
definite leadership of those who under- 
stand the subject best. From the re- 
sults reported to the United States 
Chamber for 1923, we note that 93% of 
the cities observed Fire Prevention 
Week, 86% had fire prevention taught 
continuously in the public schools, 43% 
showed a reduction in the loss of hu- 
man life and 51% lessened the loss of 
property. 

“In fire prevention endeavor, it is al- 





ways wise to emphasize the human ele- 
ment. People become interested in that 
which affects life much quicker than the 
saving of financial losses. The pro- 
tection of homes, schools, and hospitals 
is therefore of paramount consideration. 
Once interested in the protection of hu- 
man life, they soon appreciate the im- 
portance of both the financial and the 
economic losses which drain our com- 
mercial activity, undermine our credit, 
and reduce the pay check cf our work- 
men. 

“Agents may redouble their usefulness 
in the community by first—securing the 
cooperation of their Chamber of Com- 


merce in participation in the Inter- 
Chamber Fire Waste Contest of 
the National Chamber; second— by 


intensifying the interest in the cele- 
bration of lire Prevention Week; third 
—by assisting the permanent Fire Pre- 
vention Committee of their Chamber in 
its program for the year and by send- 
ing in a detailed report of all activities 
carried on to our committee.” 





Hearings in Texas on 
Non-Resident Broker Order 


Hearings were held two days last 
week at Austin, Texas, before Insurance 
Commissioner John M. Scott on his recent 
order that after September 1 fire and cas- 
ualty companies would not be allowed to 
pay commissions on Texas business to non- 
residents of the state. This has worked an 
injustice to local agents and companies in 
Texas alike, according to statements made 
at the hearings, because large non-resident 
brokers who control profitable lines in 
Texas have been placing their business in 
non-admitted companies since the com- 
mission order went into effect. 

It is generally supposed that the law 
upon which Mr. Scott based his ruling can 
be interpreted to allow some payments by 
admitted companies to non-resident brok- 
ers and local agents for without such pay- 
ments being legal the insuring public in 
Texas will find themselves insured mostly 
in non-admitted companies a_ situation 
fraught with dangerous possibilities. Far 
better for the local agents of admitted 
companies to share in the commissions 
although outside brokers get the major 
percentage of the returns on their own 
business than to have the business carried 
outside the state altogether. 





Robb on Rule for Renewal 
of Short Term Policies 


Manager Willis O. Robb, of the New 
York Fire Insurance Exchange, has 
issued a notice calling attention to im- 
proper practices in connection with the 
rene wal of short term policies. He says: 

“Apparently it is necessary to remind 
members that the rule in the old hand- 
book of the exchange providing for one 
renewal of short term policies for the 
ratio of the premiums required for the 
term for which the original policy or 
last renewal was made, is no longer al- 
lowed under the general rules bearing 
date of September, 1923, all short term 
policies without exception, whether re- 
newals or otherwise, being subject to the 
clear rule stated on page 74 of the hand- 
book of general rules, in which respect 
the new practice is identical with that 
throughout the whole eastern portion of 
the United States. Apparently some 
members have failed to notice the 
change in rule and practice in this re 
spect.” 


Mutual Appointments 
Arouse Penn Agents 


AUTO DEALERS IN THE FIELD 





State Laws Do Not Require Licensing 
of Mutual Agents for Auto 
Lines is Report 


The Pennsylvania 
surance 


Association of In- 
Agents, which holds its annual 
meeting next month at Altoona, will 
have for one of its leading convention 
topics the appointment of autcmobile 
dealers as agents of mutual companies, 
and especially their appointment without 
license, according to President Charles 
H. Biddle. 


The Pennsylvania State Insurance De- 
partment has refused to issue licenses 
for standard stock company appoint- 
ments to anyone connected with the 
automobile business in the capacity of 
dealers, salesmen or any other connec- 
tion, but the Pennsylvania Automotive 
Association, the dealers’ organization, is 
alleged to have made arrangements with 
a group of mutuals from Huntingdon, 
Pa., to appoint as many dealers as pos- 
sible as mutual insurance agents to in- 
sure cars they sell in addition to their 
own individual business. 

At the present time the laws of Penn- 
sylvania seem to be construed so that 
no license is required, nor restriction of 
any kind imposed upou mutual appoint- 
ments other than life. This information 
has been made public several times by 
the Insurance Commissioner, it is re- 
ported. 

Members of the Pennsylvania Asso- 
ciation characterize as “outrageous” the 
condition which today permits the ap- 
pointment of mutual agents without 
license and withcut apparent restrictions 
to write automobile insurance freely. 
There is certain to be considerable dis- 
cussion of this condition of affairs at 
the forthcoming convention, President 
Biddle informs THe Eastern UNDER- 
WRITER. 


UNION RE-ELECTS HARDING 

John C. Harding, associate Western 
manager of the Springfield, was _ re- 
elected president last week of the West- 
ern Union and George M. Lovejoy, vice- 
president of the Phoenix of Hartford, 
and E. B. Hatch were continued in ot- 
fice as vice-president and secretary re- 
spectively. Mr. Harding is going soon 
to name a committee to study the com- 
petition of mz rine companies on iniand 
marine business. The more extensive 
contracts now. being issued by marine of- 
fice covering inland shipments as well as 
ocean cargoes under single broad covers 
has led to the transferring of quite a lot 
of profitable inland business from fire to 
marine offices. The semi-annual meet- 
ing of the Union will be held in Wash- 
ington in April. 


AGENTS FOR LUMBERMEN’S 


Wallace Reid & Co., Inc., of New York, 
have been appointed metropolitan dis- 
trict agents for the Lumbermen’s, ot 
Philadelphia. The Lumbermen’s was re- 
vivified a few months ago, when Geo. 
R. Packard and his associates secured 
control and he himself was made 
president. 













CONTINGENT RESERVE FUND 


: ¢- fmith, President Ss. 


National Fire Insurance Company 


OF HARTFORD, CONN. 

Statement, January 1, 1924 
CAPITAL PAID IN ...... écucewennese 
RESERVE FOR ALL LIABILITIES... 
WOES GURPEUS oiccvcccccescce gbduaddecdedeuddedcanaccnen 


TOTAL SURPLUS TO POLICYHOLDERS....... 


eaeecesccdsccccccccescs see -$ 2,000,000.06 
ceoeseees  9,101,570.58 


. Maxwell, Secretary 
yton, Vice-President ¢ B Roulet, Ass’t Secretary F. B 


. F. Cowee, Ass’t Secretary 











R. “. Anderson, Ass’t Sec’y 
. Seymour, Treasurer 
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1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested 


SUPERIOR 


FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 
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The local agent should 
take an active part in en- 
couraging observance of 
Fire Prevention Week. 


The success of the Fire 
Prevention Week idea is 
dependent upon this uni- 

_ versal cooperation. 
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Do Your Share 
for Fire Prevention Week 






Home agents received in 
the September number of 
“NEWS FROM HOME” 
many helpful suggestions 
and ideas that can be ap- 
plied to their own local 
plans for the celebration of 
Fire Prevention Week. 





























Elbridge G. Snow President 
Organized 1855 Cash Capital #18,000,000. 
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W. H. Bennett’s Talk 
(Continued from page 13) 


derstandings between the companies and the 
public occasioned by the misrepresentation of 
the business by irresponsible representatives. 
The public would be served as it is entitled to 
be served by high-class, competent, informed 
men. The execution of the underwriting poli- 
cies of the companies would again be in the 
hands of high-grade men whose knowledge of 
local conditions would be of incalculable advan- 
tage and benefit to the companies. A_ high 
degree of loyalty between companies and agents 
would again be the measure of service. Neces- 
sary, complete and adequate covering of insur- 
able values would follow, and the general tone 
of the business would be lifted immeasurably, 
resulting in a condition approaching idealism. 


What Agents Do Today 

The American Agency System as it is in oper- 
ation in this country today does not measure 
up with the definition above set forth. Neither 
is the definition sufficient to embrace the oper- 
ation of the system as it has developed in the 
last twenty-five years. Only a portion of the 
agents holding commissions of authority could 
measure up to the test proposed. The cases 
in which a company vests in an agent the 
authority to determine its acceptances and the 
execution cf its underwriting policies are neg- 
ligible. The practice is to bind and the deter- 
mination rests with the company, not the agent. 
In many cases the agents do not execute the 
underwriting policy of the company because 
they do not know what that policy is. 

Again the system under which we are oper- 
ating for the production of insurance in America 
embraces certain conditions not set forth in the 
definition, 

Names Northwestern National 


The National Association has developed the 
system until today there is an almost universal 
recognition of the vested rights of an agent in 
his expirations. The notable and outstanding 
objection to this principle comes from the North- 
western National of Milwaukee. The report of 
our Grievance Committee at our Milwaukee con- 
vention indicates that the Northwestern Na- 
tional repudiates this principle of ours and holds 
that it has an equal right in these expirations 
with the agent. In other words that the busi- 
ness does not belong to the agent but is a 
floating interest subject to seizure by whoever 
can grab first. 

Either the Northwestern National is wrong in 
making this attack on a vital National Associa- 
tion principle or the National Association as an 
agents’ organization in this country is wrong 
in its belief that it has created for the agents 
a definite property right. I do not hesitate to 
say that in the defense of this principle the 
National Association can, and if necessary, must 
stake its very existence. 

f we are right then the Milwaukee conven- 


tion has very clearly charted our course, 
namely, that we owe our allegiance to those 
companies whose loyalty to our principles is 
unquestioned, and 

“It is inconsistent and undesirable for any 
member of this Association to represent any 
company when, in the judgment of our Execu- 
tive Committee, the practice of such company 
is intentionally and continuously in violation of 
those principles.” 

It is my sincere judgment that the Executive 
Committee of the National Association will hold 
that the practice of the Northwestern National 
on the ownership of expirations “is intentionally 
and continuously in violation of’? one of our es- 
tablished, vital and necessary principles. 


Firemen’s and Bank Agencies 


Again applying our Milwaukee resolution to 
our bank agency principle we find a prominent 
company notoriously “intentionally and contin- 
uously in violation of” that principle. 

Shortly after the National Association had 
placed the agency force of America on record 
in this matter, the Firemen’s Insurance Com- 
pany of Newark made its now notorious agency 
appointment of a bank and trust company at 
Louisville, Ky. The developmen}s following 
are all matters of history, the recapitulation of 
which would serve no good purpose here. The 
National Association used every persuasive re- 
source at its command in an effort to convince 
the Firemen’s that its practice in this behalf 
was bad, but without effect. It still continues 
in Louisville “intentionally and continuously” 
in violation of what we believe to be a_ vital 


American Agency System. 

I would have ycu remember that at Milwaukee 
we said that our members “owe their allegiance 
ty» those companies whose loyalty to our prin- 
ciples for the preservation of the American 
Agency System is unquestioned.” 

In the contest between the National Association 
and the Firemen’s Insurance Co, there were 
thirteen loyal companies which withdrew from 
the Booker & Kinnaird Agency in support of 
the principle there involved, namely, Royal of 
Liverpool, Westchester Fire, Fireman’s Fund, 
Phoenix of England, American Central, Sun 
Insurance Office, New Jersey Fire, Camden of 
New Jersey, United States of New York, Royal 
Exchange, St. Paul Fire and Marine, Union of 
Canton, Philadelphia Underwriters, 

We are now on record as believing that our 
support should not only flow to those com- 
panies, but as well to all the other splendid 
companies which are loyally supporting the prin- 
ciple which we believe to be necessary to the 
preservation of the American Agency System. 

Permit me to suggest that the insurance in- 
terests of this country are likely to watch with 
unflagging interest during the coming year, the 
action of our members in supporting those com- 
panies whose practices track our belief and 
withholding their support from those few which 
believe and act otherwise. 


Peninsular Fire 
To Be Liquidated 


BOARD OF DIRECTORS ACT 


Heavy Losses This Year Coupled With 
Weak Position of Company Lead 
to Winding Up 


Lansing, Mich. Sept. 24.—Immediate 
liquidation of the affairs of the Peninsular 
Fire Insurance Company of America, with 
home offices in Grand Rapids, was voted 
by the board of directors in session last 
week, according to announcement of Leon- 
ard T. Hands, state insurance commis- 
sioner, who has received notification of 
the board’s action. 

The copy of the resolution which re- 
ceived the board’s endorsement and was 
sent to Mr. Hands declares that the dis- 
solution proceedings are on advice of the 
management which recommended that the 
company be put on a liquidation basis and 
that it discontinue writing insurance and 
proceed to cancel all insurance in force. 

The liquidator appointed by the board is 
H. A. Brink, president of the company, 
who was instructed to close up the busi- 
ness with all convenient speed. A receiver 
is to be provided at the request of the 
liquidator by request of the company 
through the board or the executive com- 
mittee and the board will co-operate, it 
signified, in every possible way to wind 
up the corporation’s affairs with a maxi- 
mum of expedition. 

The company for the past two years has 
been under close surveillance of the state 
insurance department as it was taken over 
in 1922 by the department when it was 
discovered that its assets had been dis- 
sipated and it was on the verge of bank- 
ruptcy through gross mismanagement. At 
that time, President Colon C. Lilley, was 
ejected by the insurance commissioner and 
the capital stock of the company was re- 
duced from $1,000,000 to $200,000, with a 
view to winding up affairs, of the company 


within a reasonable time without precipitat- 
ing a complete crash. 

Mr. Hands, in the present situation, has 
written Mr. Brink that the company must 
continue to remain under the supervision 
of the state department during the liquida- 
tion process, under the same terms as 
previously, that it must immediately deter- 
mine its liability to policyholders and settle 
with them as preferred creditors within 
the time limit set by their contracts. 

After the crisis in 1922, at a stockholders’ 
meeting in August, decision was reached 
to enter the insurance business again with 
an idea of obtaining enough revenue to 
apply on operating expenses until the as- 
sets could be liquidated as advantageously 
as possible. This point was brought out 
more forcibly at a meeting in February, 
1924, and in the six months following that 
session the income exceeded disbursements 
as considerable business with automobile 
dealers and finance corporations was writ- 
ten. During July and August of 1924, 
however, business slumped off and losses 
began to mount. Facing even larger losses 
early in September, the directors were 
called together by the dismayed manage- 
ment and were urged to close up shop 
completely and save as much as possible 
from the wreckage by immediate liquida- 
tion. The directors acted accordingly. 





PIEPER HEADS RHODE ISLAND 


Emil G. Pieper was this week elected 
president of the Rhode Island to succeed 
the late G. L. Shepley. Tunis Johnson 
was elected secretary. Mr. Pieper, as 
vice-president and secretary, has for sev- 
eral years been in active charge of the 
Rhode Island’s management, with Mr. 
Johnson also an active executive in the 
position of assistant secretary. Mr. Pieper 
started with the old New York Bowery 
Insurance Company, and later went to R. 
C. Rathbone & Son, then with the Na- 
tional Standard. Leaving this position he 
became New England special agent of the 
American of Boston and following the 
demise of that company after the San 
Francisco fire in 1906 he joined the Rhode 
Island as secretary. 
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| A. G. MARTIN, Manager. 


70th ANNIVERSARY 


THE NORTHERN 


ASSURANCE COMPANY 


LIMITED OF LONDON 


“STRONG AS THE STRONGEST”’ 


ance forms the real basis for credit. 


Assets, $9,025,827.75. 


HE fire insurance policy is the most vital contract in the business world. Insur- 
Without credit present business relations 
would be upset and trading virtually reduced to cash transactions. A policy in the 
NORTHERN ASSURANCE COMPANY protects the manufacturer, merchant or the 
home-owner against loss or damage by Fire or Windstorm, and enables him to finance 
his enterprises. 


Liabilities, $6,522,024.17. 


Surplus in U. S., $2,503,803.62 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


J. V. LANE, Ass’t Mgr. 








C. W. COOPER, Ass’t Mgr. 


1924 











AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 


J. D. ERSKINE, Gen’l. Agent 
WM. H. McGEE & CO., INC., Marine Underwriters, U. S. A., 15 William Street, New York 
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THIRD CENTURY OF ACTIVE BUSINESS . 


1720 1924 


G 


pa £42) 


CORPORATION 
OVER A HALF CENTURY IN THE UNITED STATES 





U. S. BRANCH 
84 William Street New York City 


John H. Packard, United States Manager 


Everett W. Nourse, Assistant Manager 


Krom the Charter granted in 1720 to 
THE LONDON ASSURANCE——— 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 


from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 


lt is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 204th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 











Che Manhattan Fire and Marine Insurance Co. 


84 WILLIAM STREET 
NEW YORK CITY 


John H. Packard, President 
Everett, W. Nourse, Vice-President J. M. Mendell, Vice-President 


Frederick A. Johnston, Secretary Wm. Schaefer, Asst.2Secretary 
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How Armour & Co. 
Fix Their Insurance 


LEARN REPRODUCTION COSTS 


Then Subtract Depreciation Occurring 
Since Risk Was Built to Get 
Insurance Values 





Db. C. Von Behren, head of the in- 
surance department of Armour & Com- 
pany, Chicago meat packers, has written 
for the October issue of “System” an 
article on how his company determines 
semi-annually the volume of fire insur- 
ance it should carry to protect fully the 
values at risk. Mr. Von Behren says 
that “by keeping careful track of the 
fluctuating prices of all materials and 
services which enter into the construc- 
tion of buildings, and by making care 
ful semi-annual appraisals of its 
structures, especially with regard to ap- 
preciation and depreciation, Armour & 
Company is able at all times to adjust 
the amount of fire insurance carried 
upon its properties so that the volume 
will care adequately for the actual re- 
placement value.” Continuing he says: 

“It is a fundamental principle that the 
amount of protection must be based up 
on the actual replacement value of the 
structure at the time the fire accurs. 
This does not mean that an old struc- 
ture should be insured for enough te 
build a brand-new one like it, but that 
it should be insured for enough to build 
a new one, minus the amount of depre 
ciation which has actually taken place. 

“Tt will be seen readily that if a struc- 
ture which cost, say, $50,000 to build 20 
years ago was insured now tor a sum 
equal to the original cost price minus 
depreciation in the building, the actual 
coverage would be nowhere near ade- 
quate to replace it today. 

How Values Are Determined 

“Likewise, it is hardly probable that 
any insurance company would grant 
protection on an old building which 
would be adequate to put up a new one 
just like it at the present time. And if 
such an amount of insurance could be 
obtained, to carry it would be an eco- 
nomic waste. The building would be 
insured literally for more than it was 
worth. Too high a premium would have 
to be paid, and in case of fire, only the 
actual loss would be compensated. 


“The problem, then, is to find out just 


what the structure is worth at the time 
the policy is renewed, that the protec- 
tion carried is no greater and no less 
than the actual value represented. 

“That this present value may be deter 
mined accurately, Armour & Company 
obtains, from various accredited sources, 
reports showing the fluctuations in the 
prices of building materials and labor 
irom month to month and from year 
to year. Having accurate records of the 
work and materials required for all of 
its buildings, it is thus easy to figure the 
cost of reproducing any of them. 

“At the same time, Armour & Com- 
pany, through its own appraisal de- 
partment, constantly surveys and esti- 
mates the amount of depreciation which 
takes place in all its structures. Totals 
are prepared every six months. 

“The reproduction cost at present, re- 
duced by the percentage of depreciation 
which has occurred since the structure 
was erected, represents the actual value 
of the building at any time. And this is 
the amount upon which fire protection is 
sought. 

“Having determined our fire risk up- 
on old structures by this method, it has 
happened that when a building was 
totally destroyed, the insurance paid was 
greater than the amount which was re- 
quired to put up the building in the first 
place. This is particularly true of build- 
ings more than 20 years old.” 

MUTUALS TO MEET 

The 29th annual meeting of the Na- 
ticnal Association of Mutual Fire Insur- 
ance Companies will be held at the Edge- 
water Beach Hotel at Chicago, October 


6 to ll. The week of the meeting has 
been designated as “Mutual Insurance 
Week.” 











Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 

















Reduced Rail Rates for 
Annual Meeting of Blue Goose 

Special railroad rates will be granted 
members of the Ancient and Honorable 
Order of the Blue Goose and of the Fire 

Underwriters’ Association of the North- 
west who are going to the annual con 
ventions of these two organizations 
which will be held in Chicago the week 
of October 13. 

The special fare can not be obtained on tickets 
purchased before the following dates for the 
territory named. 

Oct. 7th—California, Oregon, 
Utah and Idaho. 

Oct. 8th—Montana, Colorado, Wyoming, New 
Mexico and Arizona, 

Oct. 9th—All other states. 

When purchasing tickets to Chicago be sure 
and ask for a certificate—thig certificate, when 
properly validated at Chicago, will entitle you 
to purchase a return ticket to the point from 
which you started (as shown on the certificate) 
at a reduced fare. 

Certificates should be obtained for each mem- 
ber of your family that accompanies you as they 
also are entitled to the reduced fare on the re- 
turn trip. 


Washington, 


Ask for a certificate whether or not you in- 
tend to return to the point from which you 
started as it will help us secure the number 
necessary (250) which must be obtained before 
any can be validated for the return trip. 

Do not purchase a round trip ticket. 

The certificate is left with the Registrar who 
will give you a numbered claim check for it. 

Register in the book provided for the purpose. 

The Registrar must accumulate 250 certificates 
before any can be validated by the representa- 
tive of the railroads and returned to the owner 
for use in the purchase of the return ticket. 


The certificate must be claimed in person by 
the owner, signed for and the claim check sur- 
rendered. 

The validated certificate will entitle you to 
the purchase of a return ticket at a reduced 
fare to the point from which you started. To 
secure the reduction the return ticket must be 
bought to the point at which the certificate was 
secured. 

Do not forget that any member of your family 
is entitled to the reduced fare. 

Certificates must be used for the purchase of 
the return ticket before midnight of October 
20th. 


HARMONIA IN PHILADELPHIA 


The Philadelphia Fire Underwriters 
Association has appointed Simon C. 


Burton as agent for the Harmonia Fire 
of New York. ‘This is understood to be 
one of the first appointments made out- 
side of New York State. The company 
is under the control of the Home and 
has its headquarters in Buffalo. 


MANCHESTER MANAGER DEAD 

The death of James Ostler, of Man- 
chester, England, is recorded. He was 
for many years the manager of the Man- 
chester branch of the Nerthern Assur- 
ance Company, Limited, and retired from 
active business ten years ago. 

He was the first president of the Fed- 
eration of Insurance Institutes, out of 
which has grown the Chartered Insur- 
ance Institute, and the work he did fot 
the institute cause in his country will 
never be forgotten. 

Hale and hearty to the end, he was 
knocked down by a metor lorry on the 
last day of August and succumbed to 
his injuries to the regret of all British 
insurance men. 


NORTH AMERICA LEADS 

The Royal baseball team at Chicago, 
which went through the 1922 and 1923 
seasons of the Chicago Insurance Base- 
ball League without losing a single 
game, was thrown out of first place in 
the league fer this season as a result 
of its defeat by the North America team 
last week. The North America, now in 
the lead with the season practically over, 
feels assured of holding first place and 
has issued a challenge to the winners of 
the insurance baseball leagues in New 
York, Newark and Hartford for a series 
of games this fall to decide the inter- 
sectional championship. 


HANOVER APPOINTS BAKER 

The Hanover Fire has appointed 
Thomas M. Baker as its agent for auto- 
mobile lines in Philadelphia. For sev- 
eral years Mr. Baker was an independ- 
ent adjusted in the Quaker City and 
about three years ago entered the local 
agency business. 
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Hartford Explains 
Rivoli Rain Cover 


MISUNDERSTANDING CREPT IN 


Not Intention of Company to Permit 
Theatre to Advertise Insurance 
as a Sporting Propesiticn 


The Hartford Fire last week promptly 
placed its stamp of disapproval upon the 
rain insurance policy issued to the Rivoli 
Theatre in New York and which the 
theatre used in an advertisement prom- 
ising money refunds and free tickets in 
the event of one-tenth of an inch of 
rain during the hours of 1 to 4 or 7 to 
10 last Sunday. 

Following the appearance of the ad- 
vertisement, the Hartford stated that it 
Was not the intention of the company to 
provide the Riveli Theatre with coverage 
that would do more than pay whatever 
loss the theatre might sustain because 
of rainfall on the Sunday that the fea- 
ture picture, “Feet of Clay,” opened. 

The Hartford contends that there were 
misunderstandings over the seating ca- 
pacity of the theatre and that, therefore, 
more insurance was written than would 
have been ordinarily, and that the com- 
pany did not know the Rivoli would of- 
fer free tickets for succeeding perform- 
ances when the rain contract was signed. 

It is neither the custom nor intent of 
companies writing rain insurance to per- 
mit policyholders to make lottery prop- 
ositions out of the rain contracts. 
Whenever a company learns that a pros- 
pective assured is purposing to use his 
rain policy for advertising purposes and 
with a gambling twist to it, it either 
denies the application for rain insurance 
or if the policy has been signed deter- 
mines never to write that assured again. 
If rain insurance is to remain a perma- 
nent form of insurance protection it 
must be recognized by the public as an 
underwriting propGsition and not a re- 
fined form of gambling. Rain coverage 
is comparatively new, and the companies 
writing it are to be encouraged to keep 
it a healthy form of protection against 
losses only and not permit it to become 
a sporting instrument, a development 
which would reflect injuriously not only 
on rain insurance but on all forms of 
underwriting. 





NEW VIRGINIA HAY RULING 


For the enlightenment of those who 
may not fully understand the hay rule 
recently put into effect in Virginia, Man- 
ager KE. W. Spencer of the Virginia in- 
spection and rating bureau is circulariz- 
ing Virginia agents with comments upon 
the new rule as follows: 

(a) All policies covering hay, farm 
produce, farm products, contents of 
barns, or any general term that would 
commit the companies to pay for hay 
in event of loss, may be written at the 
barn rate, when the total liability on 
such item does not exceed $750. 

(b) When the total liability exceeds 
$750 and covers at only one location, it 
is necessary to apply barn rate to $750 
of the item and rate of $5 to the amount 
in excess of $750. 

(c) When the total liability exceeds 
$750 and covers at two or more locations, 
it is necessary to limit the amount of 
liability on hay to $750 at each location 
or charge rate of $5 for amount liability 
in excess of $750. 

(d) The three-fourths value clause 
applies in all cases. 


MEMBER OF THEFT COMMITTEE 


Dan L. Coulbourn, special agent in 
Virginia for the National of Hartford, 
has been appointed a member of the 
Virginia adviscry theft committee of the 
Southern Automobile Underwriters’ Con- 
ference, succeeding F. A, Powell, fm 
formerly special in Virginia for the 
Hartford, now out of Baltimore for the 
Central Fire of that city. Other mem- 
bers of the committee are George B. 
Jennings, Frank J. McCarthy, Louis E, 
English and D. P. Malone. 
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THE advertisement that is shown below 
is one of a series of thirteen. The 
entire series is designed to be used in news- 
papers by local boards, clubs, associations 
or informal groups of agents who appreci- 
ate the advantages of cooperating to make 
their work easier, their income greater and 
their position a more important one in the 


The agents who are already using this 
campaign are sharing the cost of the news- 
paper space and the Hartford Fire Insurance 
Company is furnishing all necessary cuts or 
mats free of charge. The Hartford is pre- 
pared to send a complete portfolio of these 
ads to any stock company agency that is 
seriously interested in presenting this matter 


eyes of their community. 


to his associates. 














We represent our clients 
as well as the Insurance 
Companies—not only in 
placinginsurance butalso 
in adjusting losses. 
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A lesson 
in Anchors 
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The old-fashioned kedge anchor will hold 
perfectly provided the cable does not foul it. 

But if the wind blows the vessel around 
in a circle so that the cable wraps itself 
about the fluke, the anchor pulls out of 
the sand. Hence the growing preference 
for an anchor so constructed that it can- 
not foul. 

Insurance Companies are like anchors. 
Some “hold” in calm weather only, while 
others can be relied upon to weather any 
storm. 

Perhaps you are not expert in the mat- 
ter of insurance anchors. We are. When 
you entrust your insurance to any of us, 
we tie it to an anchor that cannot foul no 
matter how hard or in what direction the 
wind may blow. 

We write fire insurance only in the 
old line stock fire insurance companies. 
No greater protection could be desired. 


This advertisement published by the following 
Agencies of old line stock insurance companies: 


The names OF The agenckes JOHNS 

Canipargn SHOula appear here, 
Cuts ere avariakie for 

SZLord Coturen Fdvertisements 








Cooperative 
Advertising 


NE of the most difficult barri- 

ers that local agencies en- 
counter is a wide-spread lack of 
appreciation of the benefits of in- 
surance and of the im, ortant part 
that a local agency plays in the 
business life of its community. 
Cooperative advertising will help to 
break down this barrier. 


There is no question about it— 
local agencies do have a story to tell, 
and it is an interesting, absorbing 
story that people will be glad to 
read, provided it is told in an in- 
viting manner. 


At the left is reproduced one of 
a series of advertisements. Each 
ad deals with a subject that con- 
cerns every stock company agency 
—a subject that can be treated 
effectively only in an advertisement 
of considerable size. ‘The cost of 
this campaign should, therefore, be 
divided among the participating 
stock company agencies. When 
the cost of this advertising is so 
divided the cost per agency is sur- 
prisingly small. ‘ 

There are hundreds of thou- 
sands of dollars’ worth of desirable 
uninsured property in_ practically 
every city and town in the country. 
Although this campaign will not 
result automatically in a rush of new 
business, it will make it much 
easier for every agency to get its 
share of these unwritten lines. 

The best way to meet the com- 
petition of ‘“cheap’’ insurance is to 
sell stock insurance in a positive 
way that will emphasize the desira- 
ble features found only in old-line 
stock insurance contracts. Co- 
operative advertising does exactly 
this. 


There is nothing in the campaign 
that concerns the Hartford or the 
Hartford local agency. The Hart- 
ford will benefit from the campaign 
— but only as the insurance business 
benefits as a whole—as other stock 
companies benefit amd as the local 
agents themselves benefit. 


Naturally, the Hartford would 
not have gone to the expense of 
creating these ads and of furnishing 
all cuts free of charge unless it 
were sure of some return from its 
investment. As a matter of fact, 
this is one of the strongest argu- 
ments that can be presented in 
favor of the campaign—the Hart- 
ford’s faith in its excellence—a 
faith based on many years of adver- 
tising experience and a great many 
advertising successes. 
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Famous Ins. Judge 
Dies in England 


SOME OF BAILHACHE’S CASES 





Decided First Case Against Lloyd’s as 
a Corporation; Did Much to 
Prevent Law’s Delays 





On September 8 there passed away 
at Aldeburgh, Suffolk (Eng.), quite un- 
expectedly, Justice Bailhache. The de- 
ceased was well known in American in- 
surance circles for his judgments in 
many notable insurance cases, one of his 
last decisions being .that given in con- 
nection with the Bankers & Shippers 
case, in which he reversed the arbitra- 
tion award of nearly $500,000 in favor 
of the American company. His reason 
for so doing was because the Bankers 
fz Shippers Co. had failed to act in ac- 
‘cordance with the New York State arbi- 
tration law of 1920, which, he contended, 
made the arbitration award a nullity. 

Bailhache is also well remembered: in 
America for his decision in the first case 
against Lloyd’s as a corporation, in 
which he held that Lloyd’s Corporation 
was not liable for the losses of indi- 
vidual underwriters—a decision entirely 
contrary to popular belief at that time. 
Full reports of both these famous cases 
appeared in Tue Eastern UNpERWRITER at 
the time. 


“The Lightning Judge” 


He was often referred to as “the light- 
ning judge” because of his skill in short- 
ening cases that otherwise would have 
be:n very lengthy. No judge on the 
bench has ever acted with greater ce- 
lerity, and his comments were shrewd 
and pointed. Three or four years ago 
he was trying a case in which a woman 
defendant was particularly voluble. The 
judge listened to her wearily and_ in- 
dicated that he had given her up in 
despair. He made another request for 
terseness. 

“But | thought I had to tell you every- 
tung,” said the woman. 

“lm beaten again,’ said the judge 
sadly. “It seems that when a lady is 
dealing with a man she realizes there 
are many things he does not understand 
and she must explain. We must bear 
that in mind with all humility.” 

“Your worship knows what a phono- 
graph sound-box is,” remarked counsel 
in another case. 

“No, I don't. The only thing I know 
about phonographs is that I hate them.” 


Came of Huguenot Family 


Sir Clement Meacher Bailhache came 
of a Huguenot family. Born in Leeds in 
1856, the son of the Rev. Clement Bail- 
hache, a Baptist minister, and secretary 
to the Baptist Missionary Society, he 
was educated at the City of London 
school and London University, where 
he took his L.L.B. degree in 1877. Be- 
lore he joined the Bar—he was called 
at the Middle Temple in 1889—he, like 
the late Sir Thomas Evans, practised as 
a solicitor in South Wales, and his first 
successes as a barrister were won on that 
circuit. 

He specialized in commercial and Ad- 
Muralty cases, and for years occupied a 
leading position as a practitioner in the 
Commercial Court. In 1908 he was 
created a King’s Counsel (“taking Silk’) 
with the Earl of Birkenhead and Sir 
John Simon, and in less than five years 
he was elevated to the Bench as a 
judge of the King’s Bench Division of 
the High Court, and received the honor 
of knighthood. 

The last judgment he delivered, given 
at almost the close of the recent sit- 
tings of the Court, laid down a principle 
ot great importance and one which he 
expressed great surprise had not been 
considered before. The action was 
Lapish v. Braithwaite, brought against 
a Leeds alterman, against whose personal 
Integrity no suggestion was made, but 
who was managing director of a com- 
Pany which had contracts with the Leeds 
Corporation. The propriety of combin- 
ing the two positions had never before 


How Auto “Service” 
Outfits Mulct Public 


PRETEND TO SELL INSURANCE 





Whereas Well-Hidden Words In Con- 
tract State That It Is Not One of 
Insurance 


With the Insurance Federation of 
Pennsylvania is linked the State Insur- 
ance Department, the Pennsylvania 
Motor Federation and many local agents 
in the campaign to rid the state of the 
“service” organizations which sell con- 
tracts that mislead purchasers to be- 
lieve they are covered by automobile 
insurance, whereas in reality all they 
get for their money is towing services 
and some legal services. In New Jersey 
the Atlantic City Insurance Club is con- 
tinuing its fight against these concerns. 
- Last week the Motor Federation, in 
co-operation with the other interests 
helped to secure the indictment ot 
Charles J. Hoffman and Joseph Bieder- 
berg, representing the Mutual Auto- 
mobilists’ Co-operative Association, by 
the grand jury of Montgomery County, 
Penn., with the aid of District Attorney 
Frank X. Renninger. The men were 
held for trial in $2,500 and $3,000 bail 
respectively and the case may be reached 
this week. 

The State Insurance Department is 
pressing the prosecution of Hoffman, the 
alleged manager of the association, for 
violation of the Act of May 10, 1921, in 
jailing to register his company with the 
department and for conducting the busi- 
ness without authorization. Biederberg, 
who is a solicitor for Hoffman, is charged 
with obtaining money under false pre- 
tenses. They were arrested while cp- 
erating in Cheltenham Township, Mont- 
gomery County, and will be tried at Nor- 
ristown. 


Concern Has 2,000 Members 


From records obtained in the office 
of the Mutual Automobilists Co-opera- 
tive Association in Philadelphia it ap- 
pears that the cencern has secured about 
2,000 members or customers, each of 
whom has paid in $39.50 for a two year 
contract. This contract is a craftily 
worded affair, gotten up to look like an 
insurance policy but is in reality only a 
service contract, agreeing to furnish 
legal services for a period of two years. 
In the present complaint even the “legal 
services” failed to materialize. 

According to R. C. Wilson, an investi- 
vator acting for Samuel W. McCullough, 
insurance commissioner of Pennsylvania, 
Hoffman believes his association escapes 
the law because it only issues a service 
contract. 

“On this contract,” said Mr. Wilson, 
“are printed the words: ‘Not a policy of 
insurance. Yet the member paying for 
the contract never sees the contract un- 
til after he has paid his money. When 
he does receive his contract the words: 
‘Not a policy of insurance’ can hardly 
be read as over this is stamped in red 
ink and large letters the words: ‘Open 
campaign for members Gnly. Two years 
from date $29.50.’ ” 

A further investigation by the In- 
surance Department revealed that the 
concern has collected in Pennsylvania 
alone, since October, 1923, $56,596.13 and 
an additional $17,858.75 in New Jersey 
or a total of $74,454.88. On July 17 last, 
they had but $2,406.79 balance in bank. 

J. Clyde Myton, secretary of the Penn- 





been questioned, but Bailhache held that 
under Section 12 of the Municipal Cor- 
porations Act of 1882 the defendant was 
disqualified from acting as an alderman, 
and was subject to penalties if he did 
act. The defendant resigned his posi- 
tion on the Leeds City Council, and 
similar action has been taken by persons 
serving on municipal bodies in various 
parts of the country, while in other: in- 
stances tendering firms have withdrawn. 

Justice Bailhache took a lifelong in- 
(Continued on page 25) 


sylvania Motor Federation in speaking 
of this case said: “This sort of swindling 
scheme is being worked all over the 
United States despite numerous arrests 
and prosecutions. It is difficult to se- 
cure convictions because most if not all 
of the misrepresentation is made verbally 
by smooth-tongued  soliciters. These 
gentry have discovered that motorists 
are easy marks and all of the old gold- 
brick and green-goods artists are now 
organizing all sorts of motorists’ asso- 
ciations.” 





FIRE PREVENTION CONTEST 

The week cf October 5 to 11 has been 
set aside for Fire Prevention Week this 
year. In connection with this the com- 
mittee on Fire Prevention Week of the 
National Fire Protection Association an- 
nounces a contest for United States and 
Canada for the best design of poster 
for the 1925 campaign. Prizes are be- 
ing donated by E. L. Sanders of Wor- 
cester, Mass., and are as follows: First 
prize, $200; second prize, $100; third 
prize, $50; and each additional design 
used by the N. F. P. A., $25 each. All 
designs must be submitted on or before 
December 15, 1924. 


ENTREPRENEURS, INC. 

Associated Entrepreneurs, Inc., New 
York City, Underwriters, has been incor- 
porated with $50,000 capital. Nathaniel 
Singer, 152 West 42nd St., Hyman Op- 
penheim, David Tonkel and Morris Lig- 
ham, 1463 Broadway, are directors and 
subscribers. M. P. Schaffer, 1463 Broad- 
way, is attorney for the corporaticn. 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
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Declaration of Independence 


FACSIMILE copy of the Declara- 
tion of Independence has been is- 


original Declaration of Independence 
made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then 
Secretary of State. 
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oF BOSTON MASSACHUSETTS 


INSURING NEARLY TWO BILLION DOLLARS 
IN POLICIES ON 3,500,000 LIVES 
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“Ship by Truck” — 





but protect 


the shipper! 


East or west, north or south, whatever FIRE 
direction you drive, you will find truck after HAIL 
truck loaded with merchandise being shipped LIGHTNING 
“one to a thousand miles”. MOTOR CARGO 

TORNADO 


Household goods, farm produce, machinery, 


, ; PARCEL POST 
miscellaneous merchandise—most anything — 


GAS EXPLOSION 


can often be shipped quicker and cheaper by 


SPRINKLER LEAKAGE 


motor truck than in any other way, but the haz- a 


ards of transportation are admittedly greater. — 


OR 
BUSINESS INTERRUPTION 


The shipper deserves to be protected. Ohio 


Farmers agents will immediately recognize the 


possibility of added service to clients and in- AUTOMOBILE: 

creased profits for themselves in the new Motor FIRE 

Cargo policies. THEFT 
COLLISION 


Write to the Home Office at Le Roy to find out which of 
the three forms—Owner’s Form, Truckman’s Form, or Trip 
Form—would insure the goods shown on the truck in the WINDSTORM 


— PROPERTY DAMAGE 
Ohio Farmers Insurance Company 


Organized 1848 - - Le Roy, Ohio 
E. K. Schultz & Company W. L. Perrin & Son 
GENERAL AGENTS METROPOLITAN AGENTS 
4th and Walnut Streets 75 Maiden Lane 
PHILADELPHIA, PA. NEW YORK, N. Y. 


H. M. Dinsmore & Company 
GENERAL AGENTS 
22 Leidesdorff Street 





THE OLD MAN 
SAN FRANCISCO, CALIF. ON THE FENCE 
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TO QUIZ FIRE AGENTS 





Maryland Department Prepares Ques- 
tionnaire to Test Qualifications of 


All Agents There 


All agents doing business in Maryland 
will be required to pass the qualification 
test set by the Insurance Commissioner 
in conformity with the new qualification 
law in order to get their licenses re- 
newed next year. Deputy Commissioner 
Wilson L. Coudon is preparing the ques- 
tions for the three forms, one for fire 
and marine agents, one for life agents 
and a third for miscellaneous lines of 
insurance. 

The fire form contains thirty-nine 
questions. These concern themselves 
with the applicant’s past history in insur- 
ance; his knowledge of insurance law; 
his intentions to write general lines or 
merely his own insurance; and his refer- 
ences. He must also state whether he 
has violated the insurance laws pre- 
viously and answer several questions on 
rebating. 

For marine agents there is one 
question which is a sticker even though 
it appears simple enough. The applicant 
is asked to define particular and general 
average, and it is surprising the num- 
ber of local agents handling a few 
marine accounts who cannot give clear 
defintions of these terms. 


CHANDLER LEAVES L. & L. & G. 


Logan B. Chandler, who came to Chi- 
cago from California early this year to 
become assistant manager of the West- 
ern Department of the Liverpool & Lon- 
don & Globe, has resigned as of October 
1 to return to the Pacific Coast. He will 
go with the agency of Wheeler Broth- 
ers & Pierce at Los Angeles. 


HONOR OTTER-BARRY 

William W. Otter-Barry, general man- 
ager of the Sun of London, was guest 
of honor last Thursday at a luncheon 
given to him at the Down Town As- 
sociation by the trustees of the Sun In- 
surance office and the board of directors 
of the Patriotic. Mr. Otter-Barry left 
for Canada at the end of the week. 





Are Marshals Valuable? 


(Continued from page 1) 


to whom the party feels under some 
slight obligation, and to make numerous 
friendships for the party at some one 
else’s expense. For instance, there is 
one state where there are more than fifty 
people cn the marshal’s payroll and many 
of them are mere stalking horses, draw- 
ing their salaries and working at some- 
thing else, or not working at all. Very 
little money is set aside for traveling 
expense and other items entering into 
the work of fire investigation. 


Money Reverts to the State 


In Group No. 2 the fire marshal’s of- 
fice is fairly run. The law provides for 
a certain number of jobs and these are 
handed out. If there is any money left 
at the end of the year (and with this 
type of office there is), it reverts 
to the state treasury. This kind of 
marshal is pretty apt to be a good 
fellew, who makes a front at ad- 
ministering his duties, unearths a few 
flashy cases and sometimes real ones, 
makes a good report to the governor, 
who mentions the department’s work 
with some pride in his annual report, 
and it gets by. 

In Group No. 3 are the real efficient 
fire marshals, such men as Stacey C. 
Wade, insurance commissioner of North 
Carolina; Marshal Tracey of Iowa; 
Marshal Topping of West Virginia; the 
fire marshal cf Alabama; Commissioner 
Van Camp of South Dakota. These 
states, however, are the exceptions— 
there may be a few more out of the 
thirty-six in this class, but they hardly 
justify the system or the expense the 
companies are under to keep that system 
in operation. 


Much more effective is the investiga- 
tion work done in states like New York, 
Pennsylvania, Connecticut and Massa- 
chusetts, where outside of the large 
cities suspicious fire inquiries are handled 
by the state police patrol. The state 
police patrol has an advantage because 
in it are men constantly on the road, 
who can move quickly when necessary, 
who are a_ semi-military organization, 
who know discipline, who have a young 
personnel, and whe are experienced in 
investigation of all crimes, including 
arson. 

Occasionally, stories not to the credit 
of the fire marshal administration break 
into the daily papers, and such was the 
one printed in a Chicago newspaper 
about some fire marshals and deputies 
who solicited money from the general 
public for the purpose of operating a 
fire college, pension fund, etc. Also 
there were advertisements solicited from 
fire apparatus and extinguisher people. 
In all, according to the Chicago paper, 
$70,000 was raised. The present where- 
abouts of this fund is a mystery. A 
greater mystery is the present status of 
the fire college and the pension funds. 


Met in Detroit 


A few weeks ago the fire marshals 
had a convention in Detroit, which was 
good as far as conventions go. The sec- 
retary, who is working for the state of 


Louisiana, did not show up, but some 
good papers were read; and an able 
group of officers were elected. They 
included Stacey Wade, president; Com- 
missioner Van Camp, vice-president; 
and Marshal Kingsley, of Minnesota, 
secretary. If all the other marshals 
were in the class of Stacey Wade and 
the other officers the fire marshals would 
not be under the present fire of crit- 
icism. They are not. 

An executive of a fire insurance com- 
pany, who has had considerable expe- 
rience in watching the operation of the 
marshals’ offices, thinks that if the sys- 
tem cannot be abolished the least that 
the states can do to tote fair with the 
fire companies is to place the marshals 
and their staffs under civil service. As 
these administrations go now there is 
often a house cleaning every time a new 
governor takes office. Not only does 
the fire marshal walk out, but deputies 
accompany him never to return. In 
their places walk in a number of new 
people who may have been blacksmiths 
or barbers or chiropodists or tramp 
printers and suddenly they become state 
officials. Occasionally, some have had 
experience in investigation; for instance, 
Tracey, of Iowa, was formerly a United 
States Marshal, but the average man 
landing one of these jobs never heard 
of such work until a short time before 
appointment. 
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Have Been Some Good Men In Ranks 
of Fire Marshals 

Every once in a while a fire marshal 
rises superior to the office and is wel- 
comed into the insurance business be- 
cause of unusual abilities. Among such 
former state officials are Walter H. Ben- 
nett, secretary of the National Associa- 
tion of Insurance Agents; F. R. Mor 
garidge, head of the arson bureau of the 
National Board of Fire Underwriters; 
Alfred T. Fleming, head of the conserva- 
tion department of the National Board; 
and C. J. Doyle, counsel of the National 
Board. Some of these men were lawyers. 
Mr. Doyle was the first marshal ap- 
pointed by an Illinois governor. 

This article, of course, has to do with 
fire marshals of the states and not with 
local fire marshals, some of whom do 
exceptionally good work. In that class 
is Thomas P. Brophy, fire marshal of 
New York City, who is not only an un- 
usually capable official but has built up 
a strong organization. 
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Prepare Early For 
Fire Prevention Week 


When the intensive Fire Prevention work carried 
on during Fire Prevention Week becomes operative 
365 days a year, then the enormous figure which 
represents our yearly fire loss will shrink to insig- 


An agent will profit greatly by taking active 
part in the Fire Prevention program of his com- 


The American Eagle is proud of its agents who 
preach the doctrine of “Prevent Preventable Fires!” | 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
| EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


JAMES A. SWINNERTON, President 


CASH CAPITAL ‘ONE MILLION DOLLARS | 
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FIRE INSURANCE COMPANY 


111 William Street, New York 
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January Ist, 1924 


ASSETS 
Bonds and Mortgages... $493,500.00 


ni 


a 


LIABILITIES 
cn oe $3,500,000.00 


U.S. Liberty Bonds.... 745,400.00 Surplus.......... 


Government, City, Rail- 
road and other Bonds 
and Stocks.......... 40,140,839.47 


Cashin Banks and Office 2,546,217.38 


O 
Collection .......... 8,482,604.96 
Interest Accrued....... 365,938.44 


einsuranc cover- 
able on Paid Losses. 118,775.18 
$52,893,275.43 





-.. ESOBZ 71582 
... 19,763,165.41 


ant 


at 


.. Sfd8,c9000 
6,200,000.00 


sess 2,900,000.00 


| 


| 





$52,893,275.43 


Surplus to Policy Holders - 


$19,192,715.02 
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Marine Companies 
To Get $34,700,000 
AS GERMAN WAR RISK CLAIMS 


Globe & Rutgers and North America 
Largest Participants; Defunct 
War Babies Benefited 





Sixty American marine writing com- 
panies will benefit to the extent of $34,- 
700,000 which has been awarded them 
by the American-German Mixed Claims 
Commissions as war claims against Ger- 
many. An additional $24,300,000 has been 
awarded to the United States Veterans’ 
Bureau for war risk insurance paid by 
the Government for losses caused by 
German attacks on American vessels. 
The third group of cases involves the 
signing of sixty-six awards in individual 
claims of various kinds, totaling above 
$6,271,000. 

The Globe & Rutgers is the chief 
beneficiary of the Commission’s awards, 
getting over $6,590,000. The Atlantic 
Mutual and Federal of New Jersey will 
get over $2,000,000 apiece and the Amer- 
ican Merchant Marine stockholders 
have a right to celebrate, for their com- 
pany gets $1,221,708. The Insurance 
Company of North America ranks sec- 
gud to the Globe & Rutgers for the 
largest award, getting over $5,130,000. 

Uppermost in the minds of executives 
of companies scheduled to benefit by the 
awards of the Mixed Claims Commission 
is the question when will these payments 
be made by Germany? Most persons 
believe that several years will elapse 
before actual cash arrives at the various 
home offices, but some are of the opin- 
ion that Germany will settle quickly in 
order to release funds of German insur- 
ance companies now held by the Alien 
Property Custodian. It remains to be 
seen which course will be taken. 

Another matter under consideration 1s 
whether the insurance commissioners 
will allow credits to be made in the as- 


sets of these companies in their annual . 


statements. Queries at the insurance de- 
partment office in New York brought the 
reply that nothing would be dene until 
the commissioners decide on the valua- 
tion of securities for 1924 and other de- 
tails of the forthcoming annual state- 
ments. 

Following is the complete list of com- 
panies participating in the awards of 
the Mixed Claims Commission: 

Aetna Insurance Company, Hartford, 
$1,848, 129.77. 

Agricultural Insurance Company, Wa- 
tertown, Vt., $876.34. 

Alliance Insurance Company, Phila- 
delphia, $5,682.94. 

American Eagle Fire Insurance Com- 
pany, New York, $13,323.79, 

American Equitable Assurance Com- 
pany, New York, $301,827.35. 

American Insurance Company, New- 
ark, $20,510.28. 

American Merchant Marine Insurance 
Company, New York, $1,221,708.14. 

American and Foreign Marine Insur- 
ance Company, New York, $234,274.70. 

Atlantic Mutual Insurance Company, 
New York, $2,153,854.97. 

_ Automobile Insurance Company, Hart- 
ford, $1,419,085.65. 

3ankers and Shippers Insurance Com- 
pany, New York, $175,267.83 

Boston Insurance Company, Boston, 
$2,194,841.09. 

Camden Fire Insurance Association, 
Camden, $249,218.12. 

City of New York Insurance Company, 
New York, $22,363.39. 

Commonwealth Insurance Company of 
New York, New York, $51,463.77. 

Continental Insurance Company, New 
York, $213,194.46. 

Eureka Mutual Insurance Company, 
$59,155.55. 


Federal Insurance Company, Jersey 
City, $2,379,382.78. 
Fidelity-Phoenix Fire Insurance Com- 
pany, New York, $96,905.74. 
Fire Association of 
$4,999,99, ; 
Firemen’s Fund Insurance Company, 
San Francisco, $1,267,377.07. : 

Firemen’s Insurance Company, New- 
ark, $5,000. 

Franklin Fire Insurance 
Philadelphia, $168,887.59. : 

Glens Falls Insurance Company, Glens 
ails, $210,858.68, 

Globe and Rutgers. Fire Insurance 
Company, New York, $6,591,422.92. 

Great American Insurance Company, 
New York, $123,080.44. 

Hall, Frank B., & Co., Ltd., New York, 
$36,660.15. ; 

Hanover Fire Insurance Company, 
New York, $104,997.23. 

Hartford Fire Insurance Company, 
Hartford, $80,808.70. 

Home Fire and Marine’ Insurance 
Company, San Francisco, $3,268.97. 

Home Insurance Company, New York, 
$31,267.71. 

Hutchinson, Rivinus & Co., Philadel- 
phia, $20,043.75. 

Importers and Exporters Insurance 
Company, New York, $375,431.52. 

Insurance Company of North Amer- 
ica, Philadelphia, $5,134,814.76. 

Insurance Company of the State of 
Pennsylvania, Philadelphia, $213,432.85. 

Knickerbocker Insurance Company of 
New York, successor to Equitable Un- 
derwriters of New York, $212,811.71. 

Massachusetts Fire and Marine In- 
surance Company, Boston, $136,105.84. 

Mercantile Insurance Company of 
America, New York, $23,174.87. 

Merchants Fire Assurance Corpora- 
tion, New York, $27,814.75. 

National Fire Insurance 
Hartford, $3,860.91. 

National Fire and Marine Insurance 
Company, Elizabeth, $115,345.28. 

National Union Fire Insurance Com- 
pany, Pittsburgh, $39,579.41. 

Newark Fire Insurance 
Newark, $20,330.49. 
New York Fire and Marine Under- 
writers, New York, $37,867.76. 
Niagara Fire Insurance 
New York, $39,725.78. 

North River Insurance Company, New 
York, $8,790.60. 

Old Colony Insurance Company, Bos- 
ton, $33,489.34. 

Phoenix Insurance Company, Hart- 
ford, $777 860.14. 

Providence - Washington Insurance 
Company, Providence, $1,401,568.36. 

Queen Insurance Company of Amer- 
ica, New York, $356,327.06. 

Rossia Insurance Company of Amer- 
ica, Hartford, $9,811.50 

St. Paul Fire and Marine Insurance 
Company, St. Paul, Minn., $2,315,247.41. 

Security Insurance Company, New 


Haven, $41,414.47. 


Philadelphia, 


Company, 


Company, 


Company, 


Company, 
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Stuyvesant Insurance Company, New 
York, $251,530.39, 

fransportation Mutual 
Company, Philadelphia, $5,400. 

United States Fire Insurance Com- 
pany, with which is merged the Wil- 
liamsburgh City Fire Insurance Com- 
pany, New York, $158,045.78. 

United States Merchants and Ship- 
pers Insurance Company, as successor 
to the Merchants and Shippers Insur- 
ance Company, New York, $9,037.98. 

United States Merchants and Shippers 
Insurance Company, as successor to 
United States Lloyds, Inc., New York, 
$1,396,881.41. 

United States Merchants and Shippers 
Insurance Company, as successor to the 
Washington Marine Insurance Com- 
pany, New York, $82,623.24. 

Westchester Fire Insurance Company, 
New York, $130,758.02. 


Justice Bailhache Dead 


(Continued from page 21) 


Insurance 


terest in religious matters, he presided 
for some years over the Pleasant Sun- 
day Afternoons at North Finchley (Lon- 
don) Baptist Church, and was a very 
welcome speaker at religious gatherings, 
particularly of his own community. In 
private life he was genial, witty, and ex- 
tremely tolerant. In 1881 he married 
Fanny Elizabeth, daughter of Mr. Her- 
man Liebstein, barrister-at-law, and had 
a son and two daughters. 

His death was due to cerebral hem- 
orrhage. 

A fellow barrister-at-law upon Justice 
Bailhache’s death contributed an appre- 
ciative memoir to the London “Daily 
Mail,” irom which the following is ex- 
tracted: 

“He (Bailhache) would pull out his 
old and trusty pipe at some solemn pub- 
lic banquet, at which all but he were 
glittering in their medals and decora- 
tions, and puff away contentedly. He 
was a very silent judge; and the grey 
beard, so unusual on a forensic counte- 
nance, added to the impression of immo- 
bility which he conveyed. Sut his 
utterances were pungent; and he was in- 
variable in deadly earnest. Jetting 
and drink were in his eyes the beginning 
of all evil. 

“The judge’s name was pronounced 
in like manner to ‘eyelash,’ but preceded 
by a ‘B,’ i. e., Bteyelash.” 








Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








APPLETON & COX, Inc. 


1 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 





Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 


WRITE FOR OUR AGENCY PROPOSITION 











‘* Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 

















Underwriters Await Action 
on General Average Changes 
Marine underwriters here are awaiting 
with interest detailed reports of the Inter- 
national Law Association meeting in Stock- 
holm early this month when the General 
Average Committee presented several 
amendments to the York-Antwerp Rules. 
The United States was not officially repre- 
sented at this gathering and American 
underwriters have had no voice in the pro- 
posed changes. Whether these new rules 
will meet with entire approval here re- 
mains to be seen. The Institute here 
recently appointed a committee to review 
the proposals. 





\ 








oe gs a 
ecm TIE EASTERN | 2 
UNDERW RWRITE R — 


Sn “OIE RUE Ex 


Eras a tis | 





——— Wot 





September 26, 1924 

















 Caaetiiis and Surety News 








Caaailie Seidenantilinns 
Meet at White Sulphur 


TROUBLESOME QUESTIONS UP 


Contract Bonds, Asguicition Cost, Pub- 
lic Relations Come to Front; Lunt 


Committee Drafts Forms 


White Sulphur Springs, W. Va., Sept. 
23—The opening joint session of the In 


ternational 
Surety 


Association of Casualty and 
Underwriters and the Nationai 
Association of Casualty and Surety 
Agents this morning was an intellectual 
treat, the addresses of President William 


Brosmith; of Harry L. Conn, of Ohio, 
and of Richard Grant, of the United 
States Chamber of Commerce, being 
away above the ordinary, while those 


of George M. Graham, vice-president of 
the Chandler Motor Company, on traffic 
planning, and of William B. Bailey on 
unemployment insurance were informa 
tive and satisfactory. 


The crowd was what might be called 
“small, select, and exclusive.” every 
other man was the president or some 


other chief executive of an insurance 
company, wtih A. Duncan Reid. sitting 
in the front row and Frederick Richard 
son. in the back The attendance was 
close on to two hundred, and a_ fine 
looking collection of men 

Mr. Brosmith presided with a golf 
stick as a gavel, which was fitting, as 
the afternoon was to be devoted to golf 
(when the tournament started) and soon 
after the mecting got under way Rich 
ard H. Thompson, chairman of the golf 
committee, explained rules of conduct on 
the course. 

When he concluded 
him to describe 
ing too polite 
quiry, Mr. 
courteously 


someone asked 
what a “tee” was. Be 
to look pained at the in 
Thompson did so most 


Lots of Prizes 

Naturally there is lots of interest in 
the tournament, as out in the lobby were 
enough prizes to stock a store, the gifts 
of well-known — ance men. 

When Harry Payne Whitney, the New 
York sporting millionaire, came into the 
Greenbrier upon his arrival from New 
York, he had to wade his way even by 
an Innevation truck, the largest of the 
golf prizes. 

Well, to get back to the Inceting 
alter President Brosmith (who is not a 
golf devotee) learned which end of his 
golf stick gavel was the top he began 
his address which was to the effect that 
any insurance company should be able 
to write the coverage that other insur 
ance companies do, and that all the talk 
of “American System of Classification” 
is quite bunky, as try his darnedest he 
can't figure out what “The American 
System” is. 

He told how the marine companies 
were overlapping on the fire companies, 
and how the fire companies were over 
lapping on the casualty companies, and 
how it was a regular game, beating the 
cross-word puzzles, to figure out what 
cover the companies could write in cer 
tain states which they could not write 
in others, and so on. 

Mr. Bro Smith’s language was more 
legal and technical and scholarly than 
this, but everybody got his point. 

Then Mr. Conn, a Supreme 
Judge now—former insurance superin- 
tendent—proceeded to hand the careless 
automobile drivers a lot of wi ot Anco and 
in just as legal language as Mr. Bro 
smith used, he wondered if it were right 
that insurance companies should pay 
claims when the assured was guilty of 
cussed negligence and carelessness and 
the accident was his own fault. 

He thought, too, that insurance should 
be taken cut of the courts; that there 
should be a non-partisan commission to 
hear these cases. 

Both of these addresses are 
more fully clsewhere 


Court 


covered 
in this paper, 


Then President Grant, of the United 
States Chamber of Commerce, was in- 
troduced. He is tall, broad shouldered, 
eloquent, convincing—just the kind of a 
man any corporation would be proud to 
have as its president, and he wears big 
nose glasses from which no heavy silk 
strings are hanging. 

He told how American business is 
meeting the material needs of mankind 
and declared that American business is 
pitched on a lofty plane. He denied 
that American industry is guided only 
by money-making standards, citing as 
proof the support of symphony orches 
tras, museums, art galleries and other 
jountains of culture by business men. 

He explained how modern business in 
stitutions have made possible the tre 
mendous growth of the population, 
whose needs have been comfortably met. 
He was more optimistic about the great 
mass of literature turned out by Amer 
ican publishers than many other per 
scons are, but seemed to prove he was 
right by figures showing that works of 
fiction are falling off and more 
books are growing in percentage. 


serious 


\bout the rotten fiction magazines, of 
which the McFadden publications are a 
tvpe, he spread the charitable mantle 
of silence. His rebuke of government 
and state control of business was very 
strony. 


Getting Down to Brass Tacks About 
Contract Bonds 


This convention really got under way 
several days ago, when there were com 
mittee meetings to go over the trouble 
some contract bond situation. Insurance 
men have been meeting with a commit 
tee of the Associated General Contract 
ors, of which H. H. Wilson, of Harris 
burg, Pa., is chairman. Other contractors 
on the committees are F. L. Cranford, 
srooklyn, president of the Associated 
General Contractors of America; L. C. 


Wason, Brooklyn; F. W. Smith, Cleve 
land; R. C. Marshall, Jr., Washington 


(General Manager of the Association), 
and Mr. Weston, of Minneapolis. 

Also in the conference are represen 
tatives of the American Asscciation ot 
State Highway Officials, P. St. John Wil 
son, chairman. Mr. Wilson lives in 
Washington, D. C. 

Representing the Surety 
of America are Harve 
man, Continental Casualty ; 


Association 
Badgerow, chair- 
Sidney Hall, 


U.S. F. & G.; E. A. St. John, National 
Surety; Frank A. Bach, Fidelity & De- 


posit; FE. W. Bush, A&tna Life; and J. 
R. I. Proctor. 
There is also a committee of the Na 


ticnal Association of Casualty and Surety 


Agents including George D. Webb, 
Charles H. oe J. U.. Livingston, 
T. E. Braniff, W. Wilson, G. Arthur 


Howell, and F. 

Subjects discussed include credit to 
ascertain responsibility of contractors, 
free service of surety companies, infor- 
mation, objectionable bidding, qualifica 
tion of contractors, uniformity ~ in 
contracts, day labor construction require- 
ment and many other subjects. 

The committee decided that the surety 
companies are unable to give the con 
tractors a lot of extraordinary free 
service. 


B. ay 









FREDERICK RICHARDSON, United States Manager 
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REDUCES MANUAL RATES 
On Owners and Guatnntees Protective 
Public Liability Lines; Effective 
October First 

The National Bureau of Casualty & 
Surety Underwriters has reduced the 
manual rates on owners and contractors 
protective public liability insurance in all 
states effective October 1, 1924. The new 
rates are as follows: 

lor owners protective public liability: 
Up to and including $500,000 of total cost, 
$.06 ; on cost in excess of $500.000, $.04; on 
up to and including $1,000,000, $.04; on 
cost in excess of $1,000,000, $.02. 

lor contractors protective public liabil 
ity insurance: Up to and including $500,000 
of total cost, $.10; in excess of $500,000 
up to and including $1,000,000, $.06; in 
excess of $1,000,000, $.04. 

There has been no change in the mini 
mum premium on either class, and the ex- 
isting minimums of $20 will continue to 
apply. 


THEATRE PUBLIC LIABILITY 

\dvance notice has been given of the 
intenticn to adopt a form of schedule 
rating for theatres which will be put 
into effect this fall when a new public 
liability manual will be issued. In the 
past a form of schedule rating has been 
available for theatres outside of Greater 
New York, but the new schedule will 
apply to theatres in Greater New York 
as well as outside of Greater New York. 


LEGAL AGE REQUIREMENTS 

The National Bureau of Casualty & 
Surety Underwriters has issued a digest 
of the legal age requirements for auto 
mobile operators in all the states. 


E. M. Linville, president, and Thomas 
L. Bean, vice-president, of the New York 
Indemnity, attended the convention of 
casualty and surety men at White Sul- 
phur Springs, W. Va., this week. 


Hugh F. McGann, of the ial depart 
ment of the Globe Indemnity, won a 
traveling trunk at the first golf tourna- 
ment held by the National Democratic 
Club and the National Republican Club 
at the Pelham Country Club last 
week. 


The Lunt U te rwriting Committee ‘tas 
worked out some substantial uniform 
forms, the adoption of which will be 
recommended to the surety association. 

The contract bond situation, casualty 
acquisition cost question, public rela- 
tions and many other interesting topics 
were on tap for discussion Wednesday. 
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HARTFORD CONVENTION 


New England Advertisers’ Program Will 
Be of Much Interest to Insurance 
Men 


The program of the convention of the 
New England Advertising Clubs that is 
to be held under the auspices of the 
Hartford Advertising Clubs at Hartford, 
on November 16, 17, 18 and 19 is being 
shaped largely by insurance men. 

Clarence T. Hubbard, of the Aftna Life 
& Affiliated Companies, is president of 
the club and J. W. Longnecker, cf the 
Hartford Fire, is past president and as- 
sociate chairman of the convention 
plans. A. W. Spaulding, of the Hartford 
Fire, is chairman of the speakers’ com- 
mittee and Leon Soper, of the Phoenix 
Mutual, member of the executive com- 
mittee. Howard Porter, of the Auto- 
matic Refrigerating Co., is general chair- 
man of the convention committees. 

On November 18 an insurance depart 
mental will be part of the day’s program. 
At 9.30 in the morning those interested 
in this season will gather at the Hotel 
Bond to be given an automobile ride 
around the city and then a trip to the 
Travelers’ Tower. Following this the 
Hartford Fire plant, the Aétna Life plant 
and other company headquarters will be 
visited, the trip terminating at the 
Phoenix Mutual where the departmental 
will be held. Leon Soper will officiate as 
chairman and Winslow Russell will talk 
on “Concentrated Sales’ Effort” with a 
discussion to follow. 

The general sessions of this conven- 
tion will also hold interest to insurance 
executives. There will be such speakers 
as Edward A. Filene; Geo. Hopkins, 
Roger Babson, Dr. Christian Reisner, 
Prof. Harry R. Wellman; Bruce Barton, 
Fred Smith and Louis R. Cheney. 

At a luncheon to be held on Tuesday, 
November 18, at the Hotel Bond, Dr. 
George KE. Tucker, surgical directer of 
the Aftna Life, will act as toastmaster. 
Harry Spillman, author of the book, 
“Personality,” will be the speaker. 

Monday noon a similar banquet will be 
held with Willard Rogers, an insurance 
man of South Manchester, in the chair. 

The Hartford Advertising Club will 
present a new five-passenger touring car 
to the visiting club bringing the largest 
proportion of members of the conven 
tion. 


EXPANDS FACILITIES 

The metropolitan office of the Royal 
Indemnity has just added 50% more 
space to its old quarters on the ground 
floor to take care of the growing busi- 
ness handled through it. Ten additional 
desks have been added and eight new 
telephone extensions installed. This of- 
fice is run by John B. Clarke, manager. 
The office force have adopted the slogan, 
“As our business grows so must we.” 

RECEIVER MOVING 

Charles G. Revelle, receiver of the In- 
terstate Casualty Company, has decided to 
give up the commodious offices of the 
company on the twelfth floor of the Times 
Building, Broadway and Chestnut Street, 
st. Louis, and is moving into less preten- 
tious quarters on the seventeenth floor 
of the Raltwny Exchonge Building. 

Arthur H. Wright, executive special 
agent of the New York office of the 
Continental Casualty, left this week for 
a week’s business trip co Chicago. 
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Should Life Men Sell 
“Non-Can” Policies 


YES, SAYS THE CONTINENTAL 


Business Stable, Builds Up Good Will, 
Leads to Other Business, 
Increases Income 

That the sale of Non-cancellable in- 
surance offers real opportunities to the 
life insurance salesmen is an argument 
used by the Continental Casualty and 
Continental Insurance in a two-column 
article in the agency publication of those 
companies. Here are the principal con- 
siderations which should govern the life 
agent in making up his mind whether 
he wants to sell this cover: 

The publicity which has been given to 
the subject of Non-cancellable Disability 
insurance has provoked a great deal ot 
discussion concentrated of late on the 
question of whether a life insurance 
salesman should attempt to sell it. Some 
of the objections which have been cited 
have been reasons why the average life 
insurance salesman should not attempt to 
invade the ordinary disability field. 
Without attempting to argue this point 
one way or the other, let us consider 
the practical advantages to the life in- 
surance agent accruing from the sale of 
the Non-cancellable Disability insurance. 

First. The business is stable. In other 
words, Non-cancellable Disability insur- 
ance, enjoying as it does a lower lapse 
ratio than even life insurance, can be 
written for the purpose of building up a 
permanent business and a permanent 
substantial income just like life insur- 
ance. This is not entirely true of any 
other kind of insurance except life in- 
surance. On all other lines of insurance 
the permanence of the business depends 
as much on the policy of the company 
with regard to existing business as it 
does on the ability of the agent to hold 
it. Non-cancellable business once writ- 
ten cannot be affected in any way by a 
change in company policy. 

Second. The Non-cancellable Disa- 
bility business offers even greater oppor- 
tunities for service and the building of 
good will so necessary to an agency’s 
prosperity than life insurance. Death 
claims occur but all too rarely for the 
individual agency to benefit greatly from 
the advertising and service good will en- 
genered through prompt payment. Not 
so with Non-cancellable claims. Disa- 
bility occasioned through accident or 
illness may occur many times in a man’s 
life while he dies but once. The agency 
which serves him promptly and well dur- 
ing disability not only receives his good 
will but has an inside track on his future 
business. 

A third consideration, which from point 
of importance probably deserves priority 
in position is that a Non-cancellable Dis- 
ability insurance agency is in a splendid 
position to secure miscellaneous insur- 
ance business. Non-can appeals to the 
big man, the man with a substantial in- 
come, the man who needs and can afford 
to pay for a considerable amount of life 
insurance, fire insurance on his home or 
place of business, burglary insurance, 
automobile insurance, etc. It is not 
merely chance that good producers of 
Non-cancellable also produce a consider- 
able volume of miscellaneous lines of 
insurance. Another feature bearing on 
this point is the fact that the average 
business and professional man is in- 
terested in Non-cancellable protection. 
Since no man can be sold anything until 
his interest has been aroused, a sales- 
man can use Non- cancellable to good 
advantage in arousing his prospect’s in- 
terest, regardless of the insurance that 
Is to be sold. If life insurance is to be 
sold, a graceful transition from Non- 
cancellable to total and permanent dis- 
ability benefits and from that to life 
Insurance can be made. 

To summarize, it is difficult indeed to 
see any logical reason for any life in- 
surance salesman’s failing to take ad- 
vantage of the opportunities for increas- 
ing his business and his income provided 
by Non-cancellable Disability insurance. 





Safeguarding Traffic 
A Nation’s Problem 


VIEWS OF MOTOR’ INDUSTRY 





George M. Graham, Vice-President, 
Chandler Motor Car Company, 
Speaks at Convention 
In his address before the White Sulphur 
Springs convention this week on “Safe- 
guarding Traffic—A Nation’s Problem, A 
Nation’s Duty,” George M. Graham, vice- 
president of the Chandler Motor Car Co., 
and chairman of the traffic planning and 
safety committee of the National Auto- 
mobile Chamber of Commerce outlined 
plans to safeguard traffic and gave the 
attitude of the motor industry toward traf- 

fic laws. 

His plans as outlined dealt with the 
education of the public through newspapers, 
moving-pictures and various other ways. 
He advocated among other things the 
development of standardized signals, safety 
through city and highway planning and 
the vigorous punishment of traffic of- 
fenders. 

In commenting upon the views 
motor industry he stated: 

“The automobile industry believes in 
the rigid enforcement of all traffic regu- 
lations. It pledges its full support to 
every judge who imposes jail sentences 
for proved offenses, no matter how se- 
vere may be the penalty. We believe also 
in the suspension or revocation of licenses 
as a penalty. In fact, we have reached 
the point where we are willing to recom- 
mend what may be regarded as_ perhaps 
the most drastic penalty yet imposed. 

Makes Proposals 

“We propose when, after due process 
of law, a driver is proved responsible 
for a serious accident or death, in addi- 
tion to all penalties now imposed, that 
he should forfeit possession of his auto- 
mobile for a period to be determined ac- 
cording to the seriousness of offense. We 
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Warns of Dangers 
Facing Insurance 


EXPLAINS TEMPER OF WEST 





Claris Adams Gave Talk On Public Re- 
lations at White Sulphur Springs ° 
Convention 





Claris Adams, of the law firm of 
Turner, Adams, Merrell & Locke, 
Indianapolis, Ind., in speaking before the 
White Sulphur Springs Convention this 
week on “Public Relations,” stated that 





believe that it is not enough to take 
the license. Take away the car, too. 
There seems to us something right and 
fit in making the punishment follow the 
car. 

“If this cannot be done under present 
laws we recommend that the various State 
legislatures enact laws to provide for such 
impounding. The point might be raised 
that the care of impounding cars involves 
a problem and that it might be difficult for 
police authorities to find adequate storage 
space or to assure return of the cars to 
their owners in first-class condition. 

“Our plan does not involve any munic- 
ipal pound. We would do one of two 
things: Either tie up the car in the 
owner’s garage with police seals attached 
or impound it in a public garage at the 
owner’s expense, also with police seals 
attached. At the end of the penalty period 
the police department would remove the 
seals and permit the car to be returned to 
use.” 

Mr. Graham stated that the automobile 
industry has not up to this time been 
able to convince itself of the equity or 
the efficiency of compulsory insurance as 
a safeguard to traffic. He said that “care- 
less drivers might shelter under the protec- 
tion of this insurance and be still more 
reckless,” and that it would be unjust to 
farmers, who in most cases are very care- 
ful drivers. 
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Insurance Exchange, Chicago 





Virile and vigorous in underwriting mat- 
ters... always ready to accept sound insurance 
risks... prompt in settling claims... in brief 
the ZURICH “shoots square” with everybody, 
builds business by sincere methods and de- 
livers real protection in full measure. 


ZURICH 


General Accident & Liability 


Insurance Company, Ltd. 
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insurance faces a great moral hazard 
and told of dangers confronting the 
business. He also advocated the use of 
the press to mold public opinion. 

High spots of his address follow: 

“Insurance suffers from public igno- 
rance and political isolation. It faces a 
greater moral hazard, however, than a 
general public suspicion of successful 
business. It is always an open season 
for insurance. There is a certain hos- 
tility, sometimes active and sometimes 
dormant, but if you dig deep enough, it 
is always there. Every lawyer knows 
that it is present in every jury ever im- 
paneled. 

“In spite of the fact that insurance 
companies as a class perform their ob- 
ligations according to the letter and 
spirit of their contract with a more 
meticulous regard for the rights of their 
customers than any business group I 
know, a reputation to the contrary ccsts 
them untold thousands of dollars every 
year in excessive verdicts and coercive 
compromise. The prejudice warps the 
courts and pervades the press. It in- 
fluences departments in spite of them- 
selves. It reaches civic organizations. 
It reverberates through the sounding 
board of legislative halls, where politi- 
cians shout what the people only whisper. 

Warns of Dangers 

“Whoever discounts danger does not 
understand the present temper of the 
West. In half a dozen states at least, 
as well as at the nation’s Capitol itself, 
the advocates of that hybrid, socialistic, 
un-American institution known as the 
monopolistic state fund are arming for 
the attack. A number of party plat- 
forms already adopted pledge a variety 
of investigaitons, none of them sym- 
pathetic, all of them danger rous. 

‘A leading commissioner from one of 
our most conservative states discussed 
the question of compulsory automobile 
insurance at the last commissioners’ con- 
vention, declaring it was inevitably 
linked with the state fund idea, yet took 
no ground against it. I have read some- 
where an alleged authoritative state- 
ment that this proposition will be pre- 
sented to the legislatures of twenty 
states at their next se ssion. 

“The great difficulty in dealing with 
legislators is that so often, you must 
educate them upon a strange subject, 
convert them to an unpopular cause, per- 
suade them to cast a vote which they 
will have to explain to the folks back 
home, and argue them into an action 
which will incur organized hostility 
without bringing them countervailing 
support. Insurance is popular, but in- 
surance companies are not. The people 
believe in the principle, but they do not 
understand the practice and they are 
prone to suspect that which is mysteri- 
ous. What insurance needs is explain- 
ing, and it is susceptible of explanation. 

“With the possible exception of the 
railroads, insurance performs a greater 
service for lower rates than any business 
in America. Insurance with all the 
hazards it takes has not averaged greater 
profits than the institution of banking, 
which takes no risks at all except upon 
its own investment, which hazard in- 
surance equally assumes. 

“Perhaps the first and greatest step in 
education is to sell the press, that great 
institution which at once reflects and 
molds public pinion. The trade jour- 
nals, business magazines and rural news- 
papers are a particularly fertile field. 
Trade organizations, civic bodies, lunch- 
eon clubs and business conventions are 
other abvious avenues of spreading the 
gospel of sound insurance. Some good 
work has been done along this line al- 
ready, but much remains. It should be 
some one’s business to see that the same 
story is told everywhere and that the 
case does not suffer in the handling.” 

In the September 5 issue of THE 
EASTERN UNDERWRITER On page 3 a line 
reading “Equitable of Iowa,” appears in 
the head of an article by Richard 
Thompson, vice-president of the Mary- 
land Casualty. The line had no refer- 


ence to the article and was put in in 
error in the make-up. 
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Believes Invasions 
Should Work Both Ways 


PAYS TRIBUTE TO MAVERICK 


William Rescsitits Chews Interesting Talk 
Before Joint Convention at 
White Sulphur Springs 


In his address before the joint con- 
vention of the International Association 
of Casualty & Surety Underwriters and 
the National Association of Casualty & 
Surety Agents, William Brosmith, pres- 
ident of the International Association, 
discussed the entrance of certain classes 
of companies into the fields of other 
companies and these latter companies’ 
inability to retaliate to make up for lost 
business. 

His speech in part follows 

“Before taking up the discussion of 
a matter that is close to my heart and 
in which the agency representatives are 
as deeply interested as the company 
managers, I feel that | am called upon 
to commend the excellent service ren- 


dered to the companies which issue 
accident and health insurances in the 
State of Wisconsin by the committee, 
which under the chairmanship of Man- 


ton Maverick, who is also chairman of 
the executive committee, carried on to 
a successful judicial conclusion the con- 
troversy between the companies and the 
insurance commissioner of the State of 
Wisconsin over the kinds of accident 


and sickness insurance policies which 
may be written in that state. 
“The fact that the Honorable Com- 


missioner, after the Supreme Court of 
Wisconsin had made ‘scraps of paper’ of 
all his rulings and contentions as to the 
construction of the standard provision 
law, is now trying to revive the con- 
troversy and inject into the case a 
charge that the companies are a wicked 
combination operating in violation of the 
law through the agency of this academic 
body does not detract from the value ot 
the service rendered by Mr. Maverick 
and his committee or from the value of 
the adjudication by the Supreme Court 
in that state and in other states where 
like laws are in force and where the 
precedent will be of great value. 
Urges Removal of Restrictions 


“For many years with a few faithful 
supporters | have urged that the in- 
surance laws which regulate the powers 
of insurance companies throughout the 
United States, and which are contfessedly 
defective in many respects, should be so 
changed as to remove the restrictions 
and limitations upon the kinds of in- 
surance which a company may issue and 
upon the kinds of insurance protection 
which may be furnished in one instru- 
ment. Strangely enough, the objec- 
tions to such revision have come from 
the insurance carriers as well as super- 
vising insurance officials. 

“Another fact in this connection which 
is hard to explain is that insurance de- 
partments and company officials, who 
have decried any movement to broaden 
out the powers of insurance companies 
as opposed to a so-called American Pol- 
icy, have yielded time and again to pro- 
posals for changes which have enabled 
companies of one kind or ag to in- 
vade the field of another kind or class 
in a manner and under pt aati wisally 
violative of this American Policy, if 
there is such a thing. 

‘And yet, while breaking down the 
lines between kinds of insurance of one 
class of companies, and thus enabling 
the companies of the favored class to 
issue insurance coverage not at all re- 
lated to the kind of insurance which 
the favored company was incorporated 
to transact, they have obstinately and 
persistently refused to permit the com- 
panies which have suffered by such in- 
vasion to insure against the loss which 
shall result from hazards and events 
directly related to the principal subject 
of insurance. This, presumably, because 
to do so would be to authorize a cas- 
ualty company to insure against a risk, 


a casualty in itself, which by an amend- 
ment to the American Policy has been 
brought within the definition of fire 
insurance.” 

Not Opposed to Extension 


After citing the various instances of 
invasion, Mr. Brosmith went on to say: 

“My gown position in the matter has 
been not to oppose any extension of the 
powers of any class of companies for 
every break in the limitations upon the 
insurance companies of any kind and 
every extension of the powers of any 
class of companies are really steps in 
the direction of a proper revision of the 
laws and certain to lead sooner or later 
to the recognition of the wisdom of the 
practices in foreign countries and which 
have been more than measurably adopt- 
ed in the past two years by the Do- 
minion of Canada. 

“Those who support my proposition 
do so upon the ground that there is no 
good underwriting reason why a com- 
pany should not be permitted to issue 
all of the kinds of insurance which are 
recognized by law as fit subjects for 
insurance and to insure all of the risks 
and interest which may hereafter be 
developed as fit subjects for insurance 
protection and all of this without peri- 
odic appeals for specific legislative au- 
thority to protect by insurance some 
new development in business, trade or 
commerce, which is obviously a fit sub- 
ject for insurance. 

“This position implies that the com- 
pany shall maintain in respect of 1ts 
several kinds of business separate and 
distinct accounts and adequate capital 
and reserves for each kind of insurance 

an undertaking not a whit more diffi- 
cult than the one so successfully carried 
out by the companies which today are 
transacting what are popularly known 
as ‘multiple lines 

“So far as | have been able to dis- 
cover, no one has met the argument 
in favor of broadening the powers of 
companies other than by the suggestion 
that to do so would contravene this 


American Policy 
row-minded suggestion to let 
enough alone. 


or by the more nar- 
well 


“The controversy has been waged up 
to this time by casualty, surety and fire 
companies. The life companies as a rule 
have manifested little interest openly, 
although the action of a number of the 
large life insurance companies iia‘licates 
their belief that there is some merit in 
the contention, for they have applied 
for and been authorized to take insur- 
ances against accident and sickness in 
addition to insurances upon lives and 
some are even now knocking at the 
doors of the legislatures for further ex- 
tensions of their powers to insure and 
in directions not at all related to life 
insurance. 


Discussed Law Changes 


“At a meeting of insurance companies 
called by the superintendent of insur- 
ance of New York something over a 
year ago to consider changes in the in- 
surance laws of that state concerning 
the powers of companies, and at which 
a number of large business interests ap- 
peared and appealed for help to obtain 
full coverage against the hazards of their 
business in American companies instead 
of paying for such protection in insur- 
ers neither recognized by the law nor 
admitted to do business in the state, a 
committee was appointed by the super- 
intendent to give the matter considera- 
tion and to report to him what changes, 
if any, should be made in the laws of 
New York in the interest of broader 
powers to the companies and more ade- 
quate protection to the insured. Those 
who attended the meeting will recall how 
earnestly the superintendent advocatcd 
the necessity for a change. 

“The committee as appointed was made 
up of representatives of surety com- 
panies, mutual line casualty companies 
and stock and mutual fire, marine and 
casualty companies. Some of the com- 
mittee were out and out ‘single liners.’ 
At the meetings of the committee, and 








business. 








HOME OFFICE: 
NEW YORK 


CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


Royal established reputation attracts 
Continued right observance of 
contract obligations renews it. 








several were held, a curious situation 
developed, with a divergence of views on 
the major and minor aspects of the ques- 
tion submitted to the committee, not 
uncommon at gatherings of the repre- 
sentatives of casualty, surety and fire 
insurance companies. 

“The marine representatives appeared 
to be willing to subscribe to a broaden- 
ing out of the powers of all classes of 
companies. Some of the fire company 
representatives were of the same mind, 
but others and those who represented 
companies which issued fire insurance 
only appeared to be anxious to be re- 
stricted to the powers which they now 
enjoy and were opposed to any exten- 
sion of the powers of either fire com- 
panies or any other class of companies. 
The reason given for this position was 
that they were content with things as 
they were and did not care to be forced 
into a wider field and better service to 
the public at the cost of greater effort 
on their own part. 

“The representatives of foreign com- 
panies, having in hand their various sub- 
sidiary corporations through which they 
could furnish a variety of kinds of in- 
surance protection, were also content to 
have the present patchwork of the law 
continued without any amendment. 

“The surety representatives could not 
agree even upon the changes which were 
suggested as to the powers of fidelity 
and surety companies. 


Departments Change Attitude 


“These last two years there has come 
about a decided change in the attitude 
of a number of the insurance depart- 
ments, undoubtedly influenced by an in- 
sistent public demand. A number of in- 
surance officials have earnestly advo- 
cated legislation which will remedy some 
of the evils of which companies and the 
public have complained. Others appear 
to be willing now to go further and 
support such changes in present-day 
laws and rulings as will give to insur- 
ance full opportunity to protect insur- 
able interests of whatever kind ade- 
quately, economically and _ scientifically. 

“It ss true that in some respects more 
kinds of insurance than one company 
may now be permitted to grant can be 
furnished through subsidiary corpora- 
tions, the parent company owning and 
controlling all of the subsidiaries. This 
method, adopted in order to escape legal 
limitations and handicaps, may be ex- 
cused but not commended. It is neither 
the right way nor the economic way, for 
it increases the cost of the insurance 
without increasing the security to the 
policyholder. 

“You will observe that, although I 
have been generous in presenting the 
position of those who object to this sug- 
gested improvement in underwriting 
conditions, | have not by any means ex- 
hausted the substantial and meritorious 
arguments of those who favor multiple 
lines. 

“On the case | have presented to you 
am | not justified in appealing to the 
casualty and surety companies members 
ol this organization and to the agency 
men who are with us today in a joint 
meeting to give their hearty and united 
support to this movement for better and 
broader and more complete insurance 
protection ¢ 

“It is no longer a privilege, if such a 
privilege ever existed, for insurance car- 
riers to follow the lines of least resist- 
ance or to furnish the minimum of in- 
surance protection. To justify their 
right to enjoy the valuable franchise 
conferred by the state, insurers must 
serve the public needs and serve these 
needs efficiently. They must measure 
up to the cares and responsibilities of 
real insurance service or withdraw 
themselves and their desires for the easy 
way into some business which is not 
aftected by a public interest and by a 
duty to the public. There is no place 
in insurance for anyone who will shirk 
work or responsibility or who is unwill- 
ing to serve the public by improving in- 
surance methods, practices and protec- 
tion in every way humanly possible.” 
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Acquisition Cost 
Rules Still on Trial 


COMPENSATION UNPROFITABLE 


T. E. Braniff, President, National Asso- 
ciation of Casualty & Surety Agents, 
Addresses Convention 


T. E. Braniff, president of the National 
Association of Casualty & Surety 
Agents, in his address before the White 
Sulphur Springs convention of that or- 
ganization, discussed among other sub- 
jects, compensation rate making, the ac- 
quisition cost and the advantages of joint 
conventions of the National and Inter- 
national Associations. 

Commenting upon compensation writ- 
ings he stated: 

“They have generally been unprofit- 
able, and the entirely justifiable disposi- 
ticn of companies to weed out the con- 
spicuously unprofitable risks has caused 
considerable disturbance in the business 
of agents generally. The compensation 
rate making machinery has not been able 
to function with the promptness neces- 
sary to meet the changing situation in 
the industrial world as it affects the busi- 
ness of workmen’s compensation insur- 
ance. The reason for that lies partly in 
the nature of the business itself, which 
is inherently subject to the deterred ex- 
perience. 

“Politics play no small part in the de- 
lays encountered in obtaining relief after 
experience indicates the need. It is an 
uniortunate phase of human nature that 
prompts insurance departments to ac- 
cept unquestioningly on behalf of the 
policyholders of their state any reduc- 
tions in rate which may be offered, but 
where increased rates are asked for to 
investigate with much deliberation; de- 
lay until it hurts, and even finally refuse 
to grant relief which is really necessary 
to the continued solvency of insurance 
carriers. 

Praises National Council 

“How much of the fault is due to the 
involved processes of arriving at rates, 
I do not know. To the average man, 
they surpass understanding, but never- 
theless it is a highly technical business, 
and I believe the National Council is 
functioning as satisfactorily as could be 
expected, considering the comparative 
newness and the bewildering difficulties 
of their duties. 

“No more convincing substantiation of 
the pesition of the stock companies could 
have occurred than the inability of most 
mutuals and reciprocals during the past 
several years, to maintain their dividend 
payments. Did it not contain elements 
of such tragical consequences to injured 
workmen who have not yet received the 
payment in full for injuries sustained, 
and who, under the law are obliged to 
look solely to the insurance carrier for 
indemnity, or if that is not so, may have 
been injured while in the employ of a 
financially irresponsible employer, we 
might regard with complete satisfaction 
the recent suspension of a reciprocal ex- 
change in the west which has been for 
many years particularly active in spread- 
ing the doctrine of ‘insurance at cost.’ 

“We in the stock insurance business 
have the right kind of goods; our prices 
are, generally speaking, reasonable, but 
we have not yet removed from the minds 
of the public an element of distrust 
which is the logical result of misunder- 
standing. This situation, in my estima- 
tion, is susceptible of marked improve- 
ment by organized joint effort. Our busi- 
ness, because of its very nature,—that of 
relieving the pecuniary loss incident to 
bodily injury and restoring loss or dam- 
age to property,—should be regarded by 
the public as its greatest commercial 
friend. Where, moreover, could be found 
a more strategic basis for such a de- 
voutly to be wished for development 
than in the vast army of insurance 
agents who, in every community in this 
country, occupy positions of confidence 
and influence. They need leadership— 
that is all. 


Acquisition Cost Rules _ 
The acquisition cost rules are still on 


trial. On the whole, it may probably be 
said that they have produced some re- 
forms by providing a standard basis of 
compensation to agents. In that respect 
they have probably been as well or bet- 
ter observed than any set of regulations 
heretofore adopted, though, of course, 
time has not yet had an opportunity to 
produce its corroding effect upon them 
as it did upon previous rules. Signs of 
deterioration are showing up, however. 
A spirit of restlessness and discontent 
exists among the producing agency 
force in the matter of commissions. The 
rapidly diminishing number of agents 
who are still on the local agency basis 
are clamoring for regional contracts, and 
these who have regional contracts are 
restlessly seeking the general agency 
scale. : 

“Competition among the companies for 
producing agents has created a situa- 
tion where it is comparatively simple for 
any agent with even a fair volume of 
business, to secure from some company 
a regional or general agency contract. 
The old theory of general agency con- 
tracts being given as a reward for spe- 
cial ability and accompanied with the 
responsibility of developing a sub-agency 
business, has largely disappeared. The 
effect of all of this has been in direct 
contradiction to the avowed purpose of 
the rules, which was to reduce the ex- 
cessive cost of placing the business on 
the books. The level of commissions 
has gone up instead of down, and where- 
as formerly there were a few conspicu- 
ous cases of excess commissions, now 
the payment of them has become an ac- 
cepted and legalized custom. 

“IT do not mean to leave the inference 
that it is my opinion that producers are 
being overpaid, but the unfairness of this 
situation lies in the fact that the bur- 
den of the change has fallen almost en- 
tirely upon the general agent, and it is 
to the general agent that some measure 
of relief should be bestowed. Further- 
more, the rules by reason of the crea- 
tion of the regional agency classifica- 
tion have produced a disturbance among 
the agency forces and a shifting of con- 


nections which has been both expensive 
and annoying, and will in the end prob- 
ably result in no advantage to the com- 
panies or the agents concerned. 

“These conditions are the logical out- 
come of certain fundamental weaknesses 
in the rules which were pointed out to 
the companies and emphatically pro- 
tested by the committee representing this 
association at the time the rules were 
being considered. Time has vindicated 
the position of yqur committee. With 
some modifications in the rules we be- 
lieve that they are entirely workable, 
and would result in a greatly improved 
situation in the casualty business. But 
the impessible feature of these rules; 
namely, the insufficient margin of com- 
mission remaining to supervising offices 
after paying the scale of commission 
provided for producers, your committee 
protested in the beginning and has never 
ceased to protest. Most of the com- 
panies maintaining branch offices admit 
that they have not been able to bring 
such offices within the rules; some of 
the companies state that they expect to 
be able to do it eventually, and only one 
company of which I have heard actually 
claims that it has brought its branch 
offices within the rules. 

“It must be perfectly obvious to most 
of the companies by this time that the 
supervisory office is entitled to some re- 
lief in order that it may honestly live 
within the rules. Furthermore, plain 
justice demands that the discrimination 
should be removed against the general 
agent, who, unlike the branch office, had 
no other pocket from which to draw if 
unable to meet expenses out of the 
supervisory margin provided under the 
rules. This situation has been both dis- 
heartening to and destructive of the or- 
ganization of many valuable general 
agencies, and has produced nothing in 
its place that has improved the business 
or the service it renders the public or 
the expense of transacting the business. 
The loudly promised saving to the pub- 
lic which was to be the outcome of the 
operation of these rules has apparently 
been lost in the shuffle, and we have 





Has It Ever 
Happened to You? 





“Mr. John Doe, 
Jackson, Me. 





We regret exceedingly that the risk presented with 
your letter of July 14th, is one which is on our prohibited list 
and, therefore, will have to be declined. 


Yours very truly, 


JOHN BROWN.” 
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left cnly a different deal without any 
particular improvement in the game. 


Advantages of Joint Meetings 

“These joint annual meetings between 
the National and the International Asso- 
ciations possess many advantages and 
delightful features. They give the com- 
pany official and the supervising agent 
an opportunity to become better ac- 
quainted under conditions that are 
ideally conducive te warm friendship and 
better understanding. We have the op- 
portunity here to discuss the important 
problems of our business under circum- 
stances which bring to bear the best 
minds of the business in both the execu- 
tive and the agency supervisory depart- 
ments. Better understanding of one an- 
other’s problems must inevitably follow 
discussions under such circumstances, 
and the basis should be laid for the im- 
provement of such conditions as are 
here found to need reformation.” 





ADVERTISING MEN’S MEETING 
Tentative Program Arranged By Com- 
mittee of Which Chauncey S. S. 
Miller Is Chairman 


A tentative program of the meeting of 
the Insurance Advertising Conference 
that meets in Pittsburgh, Pa., on Oc- 
tober 27 and 28, has been arranged by 
a committee of which Chauncey S. S. 
Miller, publicity director of the North 
British & Mercantile, is chairman. Serv- 
ing on the committee with Mr. Miller 
are: Leon A. Soper, production manager, 
Phoenix Mutual Life; Arthur H. Red- 
dall, advertising manager, Equitable Life 
Assurance; E. L. Sullivan of the Home; 
William S. Roehrer of the Fidelity and 
Casualty; and B. N. Mills of the Bank- 
ers’ Life Company, Des Moines, Iowa. 

The conference sessions will precede 
the three-day conference of the direct 
Mail Advertising Association. Both or- 
ganizations are departmentals of the As- 
sociated Advertising Clubs of the World. 
Edward A. Collins, advertising manager, 
National Surety Company, newly elected 
president of the conference, will preside. 

Every media of advertising used by 
insurance companies will play some part 
in both the conference sessions and at 
an exhibition of outstanding plans and 
campaigns. Ancther feature of this 
year’s conference will include a discus- 
sion on the furtherance of better re- 
lationship of insurance to the public. 

Radio will be discussed under “media 
of the future.” Profiting by an experi- 
ment made during last year’s conference 
at St. Louis, the program committee has 


determined to popularize this as a 
“speechless convention.” Question box 
discussions proved exceedingly lively last 


year. Designated delegates will lead in 
discussions following short prepared re- 
marks for the purpose of bringing out 
hidden ideas. Only three or four formal 
addresses will be made. 


A QUERY FROM ED. L. BERNAYS 

Edward L. Bernays of 9 East Forty- 
sixth Street, one of the cleverest public 
information men in the country, writes 
this letter to The Eastern Underwriter, 
which is novel, to say the least: 

“Here is a problem which you may be 
able te solve for us. At all events, per- 
haps you can refer us to an insurance 
company which would be glad to get 
the publicity consequent upon suggested 
action. 

“We would like to have some acci- 
dent insurance company issue a_ policy 
against accidents, in which policy there 
should be a clause stating that the pol- 
icy 1s void as regards bath room acci- 
dents if floating soap is not used by the 
policyholder. 

“We have found upon investigation 
of the Aetna Accident Insurance Com- 
pany that over fifty accidents are re- 
ported to them a year because some- 
body in a bathtub slipped on a piece of 
soap. 

“We felt that the issuance of a policy 
of this kind would draw attention to 
the advantages of using floating soap in 
bath tubs.” 
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Public Policy And 
Casualty Insurance 


“ARBITRATION 


ADVOCATES 


Harry L. Conn, Ohio Supreme Court 
Judge, Favors Withdrawal of Insur- 
ance From Courts 


In his address on “Public Policy and 
Casualty Insurance” delivered before the 
joint convention of casualty and surety 
agents and underwriters at White Sul- 
phur Springs, W. Va., this week, Harry 
L. Conn, judge of the Supreme Court 
of Ohio and former insurance commis- 
sioner of that State, stated that insur- 
ance could well be withdrawn from law 
tribunals, if not in toto, at least as to 
laws arising under policy contracts. He 
also spoke favorably of arbitration as a 
means of settling disputes. 

His speech in part follows: 

“The fire companies not only have paid 
indemnity but they have taught the peo- 
ple how to construct, police and protect, 
while the life groups have extended the 
period of longevity and also through 
their generous welfare work offer us 
sounder and therefore better function- 
ing bodies while we live. Granted that 
the casualty companies have accom- 
plished much, may it be said with con- 
fidence they have fulfilled their implied 
obligation to render their best service? 
If it be shown that his group is encour 
aging a mode of travel seriously harm- 
ful, in view of a larger opportunity tor 
public service than either the life or fire 
classes, the inquiry obviously must be 
answered in the negative. In the pres- 
ent day effort to annihilate time and 
space, we use methods and means so in- 
jurious and destructive that society not 
only devoutly wishes but demands a 
prompt and effective curb. — 

“In accident policies it 1s sometimes 
stipulated that the insurer shall not be 
liable in case of injury resulting from 
voluntary exposure to unnecessary 
danger on the part of the insured, which 
is nothing more or less than an attempt 
to prescribe a class of happenings where- 
in the negligence of the policy holder 
shall bar recovery. My suggestion 1s 
that the conditions be made general 
rather than limited to particular acts or 
conduct, since frequently there are situa- 
tions in which a person negligently may 
place himself impossible prior to their 
happening to foresee, resulting in injury 
to himself or to his property or to an- 
other, and, because oi the lack of ap- 
propriate language, an exemption which 
the underwriter was not paid to assume 
is oftentimes by much refinement of 
reasoning held to have been within the 
purview of the contract. Under acci- 
dent policies recoveries against In- 
demnitors have been denied where the 
assured, responsible for the injury, was 
engaged in the commission of an unlaw- 
ful act. 


Illogical Methods 


“An illustration of our illogical meth- 
ods easily may grow out of a case re- 
cently decided by the common pleas of 
an Ohio county wherein a judgment of 
$5,000 was tendered in favor cf the 
widow of a lecomotive engineer against 
a motor truck driver because of a col- 
lision between the locomotive and the 
truck, due to the driver's negligence, 
which derailed the locomotive and killed 
the engineer. If the motor truck owner 
carried liability insurance he now will 
proceed to demonstrate an absurdity by 
prosecuting his claim under the policy to 
a successful conclusion. 

“A life policy is judicially declared 
void if the death penalty be inflicted on 
its insured for a crime of which he has 
been found guilty even though the policy 
does net contain an exception against 
that eventuality. 

“The suicide clause as is well known 
is usually held to be valid, although the 
companies generally waive this defense 
after a certain policy age. 

“While the doctrine is that contracts 
relieving from liability for negligence 
may not be invoked by common carriers 


and telegraph companies on the theory 
that such agencies have duties to the 
public cf which they cannot divest them- 
selves, it is rather generally the law 


that private carriers and bailees may 
make such contracts of exemption. 
“Contracts in restraint of trade are 


void both under the common law and by 
statute. May we not bring ourselves to 
believe that life and limb are quite as im- 
portant as trade? If a fire policy may 
be avoided by breach of+ warranty or 
condition, say failure to carry a fire ex 
tinguisher, why may not the non-exercise 
of the common law duty to use such 
care as is commensurate with the cir- 
cumstances, whatever they are, be made 
the basis of forfeiture by the policy? 

“Not only are illegal contracts held un- 
enforceable but those transactions which 
are connected with or incidental to such 
contracts are likewise tainted, and this is 
so of agreements whose subject matter 
is contrary to the doctrine of a sound 
policy as well as those prohibited by 
positive mandate. Why then should not 
the law to be consistent declare a con- 
tract illegal if it offer reimbursement for 
carelessness if the carelessness reaches 
the prohibited degree? The insertion 
of a deductible clause is more or less 
analogous to the principle. Let us go all 
the way and deduct the whole amount if 
the owner's inattention justifies. 

“The New York Court of Appeals re- 
cently affirmed the judgment in a case 
wherein it was held that the loaning of 
a car by its owner to another person vio- 
lated the possession clause which clause 
is based on the theory that an owner 
will exercise better care over his own 
property than would a stranger. 

Outlawing Erroneous Practices 

“How then may these erroneous prac- 
tices be outlawed and at the same time 
the carriers be protected? It seems to 
me no rule of law or of morals would 
be violated by holding a negligent policy 
holder personally respensible for his mis- 
deeds. To bring this about the policy 
contract should provide that in case of 


injury, the claimant, if negligent either 
personally or by agent to the degree set 
up as the standard, may not maintain a 
cause of action of any kind upon his 
policy. If this provision be limited to 
automobile covers alone the result would 
justify its introduction. 

“Wholly aside from the stated con- 
siderations there is still another—the 
people have a right to demand that the 
life and the property of the world be 
conserved. Why should a valuable citi- 
zen, a surgeon who has devoted years 
of research and labor to the perfection 
of his delicate skill, of much worth to 
society, on whose steady arm depends 
the life of your most loved ene, be ruth- 
lessly cut down by a ruffian? 

“The conception of negligence as a de- 
fense in casualty cases would require a 
change in the written law only in those 
states (if any) which have a policy form 
prescribed by law. The enactment of ap- 
propriate statutes would speedily fol- 
low, however, once the people under- 
stand what this means, once they realize 
that the majority of themselves would be 
the beneficiaries of such a system and 
once they appreciate that its lessons of 
prudence could not be otherwise than 
beneficial to society at large. 

“I do not at all doubt this reform 
would enlist the greatest authority of 
all—the authority of public opinicn. It 
would have the support of every person 
who does not own a car, of whom there 
still is a respectable number. At. this 
time fifteen millions of automobiles are 
permitted to run at large and while the 
peripatetic citizen lives, moves and has 
his being in the belief that he still has 
constitutional guaranties the latter exist 
largely on paper, because, when on the 
highway, instead of having, in the 
language of the Great Writ, certainty 
of life and a guaranty of the pursuit of 
happiness, one finds himself most of the 
time engaged in the pursuit of a doubt- 
ful effort to retain his very life itself. 
These who do own cars would support 
the plan, for the effect of habit is 
psychological, and once a man realizes 
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that the law protects him from others, 
he in turn will protect others from his 
own carelessness. 

“T have a feeling that insurance could 
well be withdrawn from the law 
tribunals, if not in toto, at least as to 
claims arising under policy contracts. 
Yielding to none in my admiration of the 
workings of the common law I refuse to 
believe that insurance codes, both in the 
substantive law and the law of pro- 
cedure, may not advantageously be 
changed. As wager of battle gave way to 
trial by jury, so the latter, especially in 
cases invelving small property rights, 
may well abdicate in favor of more ex- 
peditious methods in the adjustment of 
claims. 

“If each state were to have three or 
five men thoroughly trained in the busi- 
ness to act as a Commission of Insur- 
ance, given the supervisory power now 
placed in the hands of a single individual, 
with authority to hear and determine all 
questions of liability under: policy con- 
tracts without the minutiae of legal 
forms and fictions under rules of evi- 
dence adopted by the commission, its 
findings to be of equal rank with a judg- 
ment cr decree, the policy holder would 
be given service withcut the delays 
caused by dilatory pleas and practices, 
and, quite as important, the company, 
that is to say, the other policy holders, 
would fare better. 

“This procedure is nothing more or 
less than a type of a commission for 
the settlement of insurance disputes pre- 
vided for in England in the year 1601, 
consisting of the judge of admiralty, the 
recorder of London, two doctors of the 
civil law, two lawyers skilled in the com- 
mon law and eight merchants, any five 
to constitute a quorum. 


Cost of Scheme 


“The added cost of such a scheme 
would be nil. It would relieve the law 
courts of a class of cases which could be 
disposed of by such a commission 
quickly and inexpensively, thereby re- 
lieving the already overcrowded court 
calendars; more than this, it would over- 
throw completely the procedure now in 
vogue which gives a defending com- 
pany little chance except an opportunity 
to pay or to postpone payment by ap- 
peal. 

“Call this arbitration if you please and 
no insuperable objection may be raised 
against it. Arbitration as a means of 
settling disputes is coming more and 
more into use; it is endorsed by the 
best schools of thought, has the sanction 
of those who might be most prejudiced 
by its adcption, to-wit, the lawyers, is 
inexpensive, and finally, the legal ques- 
tions involved long since having been 
settled by judgments and decrees en- 
tered time and again, it makes for quick 
turn-overs, so-called, enabling the parties 
to engage their time and the impounded 
funds in new ventures. Moreover we are 
coming rapidly to the day of declaratory 
judgments, which would run_ hand-in- 
hand with arbitration. 

“But I digress. If the casualty com- 
panies are required to increase rates in 
unison with the ever-increasing number 
of injuries, which of course will grow as 
a man and his automobiles multiply, 
while for the time we may smother the 
fire, the premium payers ultimately will 
rebel and such a permanent wave of 
criticism will follow that a plan on the 
order of this suggested today would be 
commended for its moderation. Knowl- 
edge of automobiles, reasonable license 
fees, the propriety of examinations to 
ascertain whether one is qualified to 
drive a car and the always present prob- 
lem of crime and punishment, involving 
in special circumstances the denial of the 
use of the highways to the offender and 
the confiscation of the car itself—all 
these are interrelated and are among 
the paramount questions of the day. 

“Any business which puts a bounty 
upon carelessness and offers a reward 
for lawlessness is out of harmony with 
present-day tendencies. It is inconceiv- 


able that man who has mastered the cur- 
rents of the sea and overcome the forces 
of the air will confess an inability to 
control the streets of his own cities, 




















September 26, 1924 


Page 31 








Fidelity and Surety 
Rates Scientific 


R. H. TOWNER DISCUSSES BASIS 





Rate Maker Gives Gathering at White 
Sulphur Springs Much Informa- 
tion to Ponder Over 





In his address before the casualty and 
surety agents convention at White Sulphur 
Springs, W. Va., R. H. Towner, of the 
Towner Rating Bureau, talked comprehen- 
sively on the subject of the Scientific Basis 
of lidelity and Surety Rates. 

His address follows: 

“The idea is entertained by some people 
that premium rates for fidelity and surety 
underwriting are not made on the same 
‘scientific’ basis as the premium rates in 
other casualty lines. It is supposed by 
some, that the premium rates for surety 
underwriting particularly, are in some 
degree arbitrary and are ascertained more 
by the personal skill and underwriting 
judgment of the rate-maker, than by de- 
ductions mathematically drawn from the 
computations of long tables of figures. 

“It is true that the methods of the 
Towner Rating Bureau are not exactly 
the same as the methods of other rating 
organizations in other lines of underwrit- 
ing. It does not follow the same statis- 
tical methods of working out a ‘pure 
premium’ or loss cost per unit of exposure 
and adding thereto a loading to provide 
for expenses and profit. That its methods 
are different from the methods of other 
rating organizations may be readily ad- 
mitted, but this is because its problems 
are different. 

“An attempt to meet these widely dif- 
ferent problems by a slavish adherence to 
the same methods would be to the last de- 
gree, unscientific. As a matter of fact, 
such methods in surety underwriting would 
not bring correct results. The Towner 
Rating Bureau does get correct results and 
gets them in a scientific manner, although 
proceeding along lines different from other 
rating organizations which have other 
problems to solve. 


Difference of Problems 


“To understand the scientific basis of 
rate-making for fidelity and surety risks it 
is necessary to see clearly the difference 
between our problems and the problems of 
other rating organizations. All these or- 
ganizations which advise rates for insur- 
ance—whether it is life, fire, casualty, or 
otherwise—deal with the simple problem of 
creating a premium revenue sufficient to 
distribute the losses and reasonable ex- 
penses of the reasonably homogeneous 
groups into which their risks are classified. 
Premium revenue is the only fund out of 
which these losses are paid. 

“In the varied area of fidelity and surety 
underwriting two problems confront the 
rate-maker, one of which is the same 
problem as insurance rates generally, and 
the other is totally different. There are 
extensive lines of fidelity underwriting 
where premium revenue is the only fund 
out of which losses can be paid and accord- 
ingly the rate-maker’s problem is the same 
as in other lines of insurance; but there 
are other large lines of surety underwrit- 
ing where this is not true and premium 
revenue on the contrary constitutes but a 
small part of the total fund for the pay- 
ment of losses. These two separate prob- 
lems have to be met in a different way and 
by different methods. The same methods 
that will solve one of them would be 
wholly unscientific if applied to the solu- 
tion of the other. 


Methods of Rate Making 


“The most striking and spectacular, and 
perhaps the most important of all fidelity 
lines in the manual, is the bankers’ blanket 
bonds, That is a new classification intro- 
duced to fidelity and surety underwriters 
since the Towner Rating Bureau was 
founded and growing in importance only 
during the last five years, during which 
its annual premiums have increased from 
less than a million to nearly nine million 
dollars. 


“Premium rates for bankers’ blanket 


bonds have been made by the Towner Rat- 
ing Bureau from the start. We have 
annually checked them up against the 
experience and have computed them with 
such success that the insured and the in- 
surers are in complete accord with the 
methods of the Bureau, and the premium 
revenue produced has been found sufficient 
to absorb the violent fluctuations to which 
this class of insurance is subject and to 
distribute the losses fairly and equitably 
among the insured. 

“The first principle to be followed in 
scientific rate-making is that the premium 
shall vary as the exposure varies. Pre- 
mium cannot always be measured on the 
amount of the insurance contract taken by 
itself, because this is not necessarily an 
accurate measure of the exposure. If there 
is an eighty per cent clause, as in fire in- 
surance, so that the insured is required to 
measure the amount of his insurance by a 
reasonable proportion of the value of the 
property exposed to loss, then premium 
may correctly be computed on the policy. 

“In bankers’ blanket bonds, as in other 
fidelity underwriting, there is no eighty 
per cent clause and no rule fixing the 
amount of the insurance in proportion to 
the exposure. Underinsurance is extremely 
prevalent, indeed a universal evil, in all 
fidelity lines, so that the insured commonly 
may and often does lose $50,000 or $100,000 
by the peculations of an employee bonded 
for only $5,000 or $10,000. 


Measuring Exposure 


“In bankers’ blanket bonds the exposure 
is measured by several separate and distinct 
factors. The first factor is of course the 
size of the bond itself. A bond of $500,- 
000 may result in a loss ten times as great 
as a bond of $50,000 on the same bank. 
Hence, the first factor of exposure is the 
size of the bond. The second is the number 
of the bank’s employes. The bond is a 
blanket guarantee of the honesty and in- 
tegrity of each and all of the persons in 
the bank’s employ, either as officers or 
clerks. This exposure, therefore, is meas- 
ured by the number of employes. 

“The magnitude of the bank’s transac- 
tions is likewise another factor. A bank 
with 10,000 pieces of incoming and out- 
going mail a day represents a greater risk 
on a blanket bond than another bank with 
only 1,000 pieces. But this factor is like- 
wise measured approximately by the num- 
ber of the bank’s employes, because as its 
transactions increase in volume it must 
proportionately increase the number of its 
clerks. So that ‘number of employes is 
an important factor, both directly by meas- 
uring the number of persons whose dis- 
honesty may cause loss and, indirectly, by 
affording a proportionate measure of the 
magnitude of the bank’s transactions. 

Jankers’ blanket bonds also protect 
the safety of the bank’s ‘premises’—the 
place or places where it does business. 
If there is but one ‘premises’ there is but 
one exposure on this score. Each branch 
office adds an additional ‘premises’ and, 
therefore, an additional exposure. So that 
a third factor in the exposure on bankers’ 
blanket bonds is the number of the bank’s 
branches, if any. 

“The geographical location of these 
branches is a fourth factor. So long as 
they are all in Continental United States 
or Canada, this factor is so nearly uniform 
that no separate charge for the location of 
branches is made. When they are in 
Mexico or Cuba, South America, Europe, 
Asia or elsewhere throughout the world, 
exposure for geographical location in- 
creases proportionately. An additional 
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charge, therefore, must be made for 
branches located in other parts of the 
world. 

Other Factors 


“A fifth factor of exposure is the “zone” 
or radius around each of the bank’s prem- 
ises, which is protected by the coverage of 
the blanket bond. The standard zone in 
Form Z has a radius of twenty miles. 
An increased radius increases the exposure 
and, accordingly, must take an increased 
charge. 

“A sixth factor of exposure is the text 
of the insurance contract itself. A con- 
tract that includes indemnity for ‘mis- 
placement’ must take a higher premium 
rate than another insurance contract which 
does not. If ‘check forgery’ is included 
(as in Standard Form No. 8) there is 
a seventh factor of exposure quite differ- 
ent from All the others. 

“The increased premium for this factor 
must be measured by the number of the 
bank’s checking accounts and, accordingly, 
a separate and distinct premium of ten 
cents each is charged for these. Each 
and every separate article of indemnity 
introduced into or excluded from the in- 
surance contract must affect the premium 
paid for it. 

“It should be added that although 
banker’s blanket bonds cover ‘burglary,’ 
yet our accurate analysis of the factors of 
exposure shows that it is unnecessary for 
us to take the bank’s safe and vault equip- 
ment into account with respect to the 
premium, as is done in those policies which 
are written for the ‘burglary’ hazard alone. 
Burglary insurance is written for 25,000 
small banks scattered throughout the 
country having a very wide variety of 
risks, not only in respect to the geograph- 
ical location of the bank itself, but also 
in respect of its safe and vault equipment, 
and all these must be taken into account 
in burglary policies. 

“The premiums on_ bankers’ blanket 
bonds, however, automatically standardize 
the burglary risk. The only insured who 
buy bankers’ blanket bonds are banks of 
considerable size in large towns and citiés, 
having paved and lighted streets, police 
protection and telephone connection. This 
form of insurance by reason of its neces- 
sary cost cannot be sold to the thousands 
of small banks in little towns and villages 
scattered throughout the United States, 
where the burglary risk is greatest. 

“This fact was deduced at the beginning 
by analysis; and the deduction has proved 
itself to be correct, because experience 
shows that ‘burglary’ claims are but a 
tiny and negligible fraction of the claims 
on bankers’ blanket bonds. 


Faced Lack of Experience 


“Here then was one of the ‘insurance’ 
problems that the Rating Bureau and the 
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Fidelity Underwriters met during the last 
five years. Both began with no past ex- 
perience, no ‘statistical basis’ for premium 
rates, in a new classification that was 
rapidly growing in volume and both had to 
keep up with its growth, develop their 
contracts of insurance to the satisfaction 
of the insured and, at the same time, 
measure their premiums with such accuracy 
as to absorb violent fluctuations and dis- 
tribute enormous losses. The problem was 
met by the analysis of the exposure in 
the manner that I have just described. 

“A separate premium charge was made 
for the size of the bond itself; a separate 
premium charge for the whole number of 
employes; an additional charge for the 
employes of branches in Continental United 
States and Canada; a percentage sur- 
charged on that, for employes at branches 
in other parts of the world; a minimum 
premium for each additional ‘premises’; an 
additional premium for increased zone 
coverage; for check forgery; and per- 
centages of increase or decrease in the 
premium rate for the text of each standard 
form of blanket bond measuring the extent 
of the indemnity which the insurer sells 
and which the insured buys. 

“All this had to be done in somewhat 
of a hurry on a rapidly growing volume 
of business developed by the active com- 
petition of American companies between 
themselves and, likewise, by the competi- 
tion as a whole between the American 
companies and London Lloyds. 

“In 1919, London Lleyds was intrenched 
in the bankers’ blanket bond field in this 
country and had all the figures and all the 
experience of the past in its possession 
and none of it was available either to the 
American companies or to the Towner 
Rating Bureau. Under these competitive 
conditions the American companies have 
so much more than held their own that 
their business in this field has grown by 
leaps and bounds and, at the same time, 
has been placed on a stable underwriting 
foundation where violent fluctuations are 
absorbed and huge losses are successfully 
distributed. These results were reached 
by the careful and exact analysis of the 
elements of the exposure with a separate 
premium computed for each separate fac- 
tor, in the manner described above. Such 
methods cannot be justly criticized as ‘un- 
scientific’ or as ‘arbitrary. They are 
nothing of the sort. On the contrary, 
they are exact, they are scientific and they 
reach correct results as no other methods 
could, 


Field of Suretyship 


“But the largest field of underwriting 
included in the pages of the Towner 
Manual presents a problem entirely differ- 
ent from anything which confronts the 
insurance rating organizations. This is the 
field of suretyship. Contract bonds, deposi- 
tory bonds, appeal bonds, and other finan- 
cial guarantees, all included in the general 
field of ‘surety bonds’ are alike in having 
a substantial principal who is primarily 
liable, and a surety that is only second- 
arily liable. Instead of the simple problem 
of ‘insurance’ where premium revenue is 
the sole fund for the distribution of 
losses, surety underwriters and the Rating 
Bureau have to deal with the complex 
problem created by two separate and dis- 
tinct funds out of which losses can be met. 

The first, largest and most important 
fund is the resources of the principal on 
the bond. 


(Continued on page 34) 
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a ; benefits were to be reduced in case the FEDERAL PROMOTIONS 
Time Not Ripe For fund was insufficient to meet them in 


Unemployment Covers  iull. But if an insurance company un- 
derwrote such a risk there would be no 
such loop hole of escape from the pay- 

SAYS BAILEY OF TRAVELERS ment of benefits in case the rates proved 
Experiments Going On Which May Lead insufficient. The period in an indusrtial 





Several Changes Made at Home Office 
in Davenport; Illinois Divided Into 
Three Divisions 
Several promotions have been made by 





oa nga agent Br at ee teas the Federal Surety, of Davenport, Iowa, 
To Its Acceptance; A Stumbling CYC AF WHER Bn CHUTES af ey in its home office. 
Mieck Abecod insurance would make a_ considerable Herbert J. Back: “hesetolare cloth in 
was difference in the rate. With a depression : ’ 





: the bonding department, has been made 
staring business in the face, the rate 


; ne 5 : : . assistant to Hugh T. Millard, super- 
Unemployment insurance was dis- would need te be high while a much & I 


; i Fitts ners =e intendent of the contract bond depart- 
cussed at White Sulphur this week by ower rate would suffice after a de- a a. (igh eee — ~iiongeing 
William B. Bailey, economist of the pression had just been passed. : S J. SimpsG as I 
Travelers. During his talk he said that 


moted to assistant to H. B. Smith, super- 
intendent of the fidelity, depository and 
judicial bond department. Miss Ruth 
Rose, of the claim department, has been 
made chief clerk of the fidelity and 
surety department. 


: : “There are many questions of this sort 

> ques r > aske hether ; = : 
~ ate: ~~ eee bee the to be solved before an insurance com- 
aneates stabilization of industry or the P@"y — Lag ge id ee og a. 
mer aa a . : : ‘rage oO is kind,” said Prof. Bailey. 
creation of an industrial reserve might “In the 5: Penne Por pe Win for the stabiliza- 
» accomplished through some form ; Paar ts ; ah ee 
 cuummacamn teanmee. sa the ticn of industry should be continued 


t [ L The company has divided Illinois into 
most ardent advocates of state unem- 284 a!) experiments of firms and in- three districts. Chicago and Cook 
ployment insurance in this country have dustries to solve this problem should be County are under the general agency of 
not been favorably impressed with the Watched closely. G. A. Mayon, who will handle both the 
° “ lieve © 7e . - q ‘ty . > . « ae 
European systems and have claimed that , “I believe that we can trust the surety and fire companies. John F, 
the plans they propose for adoption initiative and fairness of the industrial Cremin, with headquarters in Daven- 
here could not result in the demoraliza- leaders of this country to reach some port, is special agent for the northern 
tion which has accompanied the dole in satisfactory solution to this question. half of Illinois, while L. B. Turner, with 
England. Employers who have veluntarily insured headquarters at Jacksonville, Illinois, 


“So far attempts to introduce state two and a half millions of their work- will have the supervision over the south- 
unemployment insurance have failed in men under group life contracts and are’ ern half of the state. Both Mr. Cremin 


five states in this country and the pros- assisting others to carry policies to in- and Mr. Turner will handle the fire 
pects for an early introduction of this sure themselves against sickness and company along with their surety com- 
plan in this country do not seem bright. non-compensable accidents, who are try- pany work, Both of these gentlemen 
: ing all sorts of experiments in coGpera- are experienced insurance men, having 
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tion, profit sharing, stock purchase, and served as producing agents and _ field 
“No American insurance company is at employe representation in management, representatives as well. 
present offering a policy to cover the and who have established rest rooms, play 





risk against unemployment and before grounds, cafeterias, and medical atten- : DISCONTINUING POLICIES 
this is done the answers must be found — tion can surely be trusted to find some The General Casualty & Surety, ef- 
to several questions. This will be the workable solution to the problem of un- fective October 1, will discontinue writ- 
only form of indemnity insurance under employment in this country. ing accident and health and burglary, 
which the person paying the premium “In the meantime we can look upon — theft and larceny policies, both new busi- 
may choose the time for the payment of _ this — as a vast — i. ness and renewals. 

benefits under the policy. The determi- dustrial laboratory in which countless —____—__—____ 

nation of rates will be far from easy. experiments are being forward to the _ EAGLE APPOINTMENT 

The mass of detailed information con- end that the principal evils incident to The Eagle Indemnity has appointed W. 
cerning unemployment which will be re- | unempleyment may be removed. Ulti- A. Mayer & Co., Rutherford, N. J., as 
quired for the promulgation of rates is mately we may find that different in- general | agents. 


not at hand. Under the English system dustries require different treatment. 
the deficit which has resulted has been Surely it is better to proceed slowly in 
made up by a loan from the government. this matter, gradually adopting those 
Under the, Huber Bill in Wisconsin the plans which prove their virtue, than to 





adopt a European aysters which was not 
devised to meet our needs and has been 
far from satisfactory over there.” 











STATUS OF BASIC MANUAL 





National Bureau Advises That Revised 
Rules Are to Be Used in 
Certain States 


The compensation and liability depart- 
ment of the National Bureau of Casualty 
& Surety Underwriters has sent a letter 
to the companies advising them concerning 
the status of the basis manual for writing 
of manufacturers’ and contractors’ public 
liability and property damage liability 
insurance in the various states. The letter 
reads: 

“With the adoption of the 1924 basic 
manual of compensation insurance in 
various states, the rules and classifications 
contained therein serve automatically in 
the same states as a basis for the writing 
of manufacturers’ and contractors’ public 
liability and property damage liability in- 
surance. 

“In the States of Nevada, North Dakota, 
Ohio, West Virginia, and Wyoming, 
where compensation insurance is not 
written by private insurance companies, 
the 1920 basic compensation manual has 
hitherto served as a basis for the writing 
of liability insurance. Please be advised 
that effective immediately the rules and 
classifications in the revised Basic Com- 
pensation Manual of 1924 will be used for 
this purpose in lieu of the 1920 manual. 

“In Arkansas, District of Columbia, 
Florida, Mississippi, Missouri, North Caro- 
lina and South Carolina, the rules and 
classifications in the Employers’ Liability 
Manual used in those states will continue 
to serve as a basis for the writing of 
Manufacturers’ and Contractors’ Public 
Liability and Property Damage Insurance. 

“In the States of Oregon and Washing- 
ton, the Bureau has been given power of 
attorney to file rates in behalf of only cer- 
tain members and it is impractical, there- 
fore, to introduce any change at this time 
in the manuals to be used for the writing 
of public liability and property damage 
liability insurance. The companies will 
therefore continue to use the same man- 
uals in those states as in the past.” 
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Accident, Automobile Liability, Auto- strength, it has years of experience to its credit, it has always kept faith 
Collision. ais with its agents and with its policyholders, it has always played square with 
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Combat Public Control 


WOULD FORM OPPOSING BODY 


Henry Swift en Saiiiiteaaies Casualty 
Information Clearing House, Talks 
To Grain Dealers 





Creation of a united 


public opinion 
favorable to private property rights to 
combat the present clamor and move- 
ments tor government and state owner- 


sub- 
by Henry 

Casualty 
before the 
Association at 
Tuesday. 


ship of various industries was the 
ject cf an address delivered 
Swift Ives, secretary of the 
Information Clearing House, 

Grain Dealers National 
Cincinnati, Ohio, last 

“Not alone are the radical agitators or 
so-called foreigners to blame for this 
government ownership propaganda,” 
stated Mr. Ives, “but the large propor- 
tions of the movement are also due to 
the presence in its ranks of many large 
property owners and business men who 
are ardent capitalists when their own 
property and business is concerned, but 
who are inclined to be just as ardent 
socialists when the other fellow’s prop- 
erty or business is at stake. 

“Certain farm implement manufactur- 
ers favored the obnoxicus McNary- 
Haugen Bill for the fixing of wheat 
prices and the entrance of the govern- 
ment into the grain business generally 
because they thought it would give the 
farmers more money and hence enable 
them to buy more machinery. They 
never looked with pleasure though on 
the implement factory conducted at the 
Minnesota state penitentiary. 

“The government ownership move- 
ment has grown to its present menacing 
proportions because of the support it has 
received from the property owner and 
business man who Sees some _ fancied 
advantage in the government ownership 
and operation of some enterprises in 
which he is not personally engaged. 
Most of this support of socialist pro- 


\ 


posals is given unwittingly and without 
thought of the ultimate consequences.’ 

In declaring that this condition was 
due to the fact that the community of 
interest between the jeopardized in- 
dustries has been to a large degree 
ignored, Mr. Ives asserted: “And it also 
is quite remarkable that property own- 
ers and business men generally do not 
appreciate the fact that no single in- 
dustry or business can be lifted out of 
the mass of privately conducted enter- 
prise, endowed with the attributes of 
sovereignty, subsidized by taxaticn and 
operated by political bureaucracy with- 
out every other business and industry 
feeling the baneful and depressing effect 
of such a procedure. 

Advocates League 


“To promote the right kind of coop- 
eration among the property owners of 
this country—and they constitute ninety 
percent of the population—I have here- 
tofore suggested the organization of a 
‘Private Ownership League.’ I believe 
that such a move is feasible. The Social- 
ists have a ‘Public Ownership League’ 
which is a heavily subsidized going con- 
cern. It unfortunately has among. its 


membership many business men and 
property owners who have been lured 
»y its fake a stic appeals, cr have 
by its fak Itruistic appeals, cr have 


been misled by prejudices or biased by 
selfishness, but | know of no member of 
this league who would care to have his 
own particular business socialized. Why 
indeed should not the property owning 
classes have a league to safeguard their 
interests against the malicious and in- 
sinuating propaganda of the s@cialists 
If something like this is not done the 
public ownership movement may get be- 
yond all control.” 

The danger to business in general 
through the development of state insur- 
ance schemes was then cited by Mr. 
Ives, who stated: “Il wonder how many 
of you are aware that sixteen American 
states, Ohio included, are operating in- 
surance funds for the writing of work- 
men’s compensation insurance, and that 
two states—Massachusetts and Wiscon- 


sin—have experimented with life insur- 
ance. I venture to say that few realize 
the extent to which this experiment in 
socialization has been’ carried. And 
seven of these sixteen states—Ohio again 
included—actually prohibit private com- 
panies frem writing this type of insur- 
ance and require all employers of labor, 
arbitrarily and without option, to rely on 
state funds, politically administered, 
generally by Union labor leaders, for 
their protection. 

“And it may be well added that these 
state fund schemes often have had the 
ardent support of business men who are 
quite adverse to the state taking over 
their business, but who figure that they 
may be able to save a little money if the 
state runs somebody else’s business. To 
the same extent that insurance agents 
may have supported the McNary-Haugen 
sill grain dealers and millers may be 
supporting state insurance schemes. 
And to that extent neither insurance 
men nor grain dealers are justified in 
complaining if the government con- 
fiscates their own business. 

“Greater danger threatens private prop- 


erty through the socialization of insur- 
ance than from the socialization of any 
other business explained, because mod- 


ern life is so completely immersed in the 
theory and practice of insurance. 





Fidelity and Surety Rates 
(Continued from page 31) 


“The second, smaller and less important 
fund is the premium on the bond. 

“These two funds are separate and dis- 
tinct and neither can ever be substituted 
for the other. Each is ascertained in a 
different manner and by different men. 
The first fund (the resources of princi- 
pals) is realized by the underwriters of 
the surety companies. It depends upon 
their examination and selection of risks, 
their skill and their foresight. If they 
neglect bad risks, or substandard risks, or 
fail to secure for their company the benefit 
of substantial resources on the part of 
their principals, then no premium which 


applicants can be induced to pay (Rating 
Bureau or no rating bureau) will suffice to 
meet the company’s losses. Strong appli- 
cants of ample financial resources will not 
pay premium enough to distribute the 
losses of weak or failing applicants. 

“The Rating Bureau knows something 
about this fund and keeps a watchful eye 
on underwriting, and its results as a 
whole. But it does not select the risks 
or underwrite the various applications or 
bonds presented, nor do separately the 
underwriting of its respective subscribers, 
Its view extends to the surety underwrit- 
ing field as a whole, but it cannot enter 
the underwriting councils of any separate 
company. 


The Second Fund 


“It is from this view of the underwrit- 
ing field as a whole, that the Rating Bureau 
advises the premium rates which create 
the second fund (i. e@, the companies 
premium revenue). This fund cannot take 
the place of the other; but it must bear 
an adequate relation to the fund realized 
by careful underwriting. It must suffice 
to create and maintain an adequate admin- 
istrative organization so that the com- 
panies can serve a public purpose and make 
their facilities always and immediately 
available to those who require them. 

“Tnasmuch as the surety business is com- 
plicated and expensive to carry on success- 
fully, there must be a substantial premium 
charged for the companies’ ‘service’ alone, 
irrespective -of any question of risk, 
Surety companies, for example, furnish- 
ing court and judicial bonds for the New 
York Central Railroad system, or the 
Southern Pacific must maintain and_ be 
paid for an extensive organization for this 
service, even though every judgment ap- 
pealed from is promptly paid by the rail- 
road. 

“Thus, the first factor of ‘scientific’ rate- 
making on this classification of risks is that 
the rate shall meet the expense necessarily 
incurred and be an adequate compensation 
for the valuable service rendered. 


(To be Continued) 





Court Bonds 

Contract Bonds 
Fidelity Bonds 
Official Bonds 


Depository Bonds 
Individual 





Depository Bonds 


Miscellaneous Bonds 
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APPROVED BY THE COURTS 
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All courts approve our Surety Bonds. 


We execul 


» all the bonds needed by attorneys — Administrators, Ex- 
ecutors, Guardians, Trustees, Receivers, and other fiduciaries; Replevin, 
Costs, Attachment, Injunction, Appeal, Supersedeas, Release ‘of Attach: 
ment or Injunction, and all other judicial proceedings. 

Whether in the professions, business, public service or homes the 
Maryland Casualty Company’s multiple lines furnish practically every 


‘asualty and surety need. 


CASUALTY 
INSURANCE 


Maryland Casualty Company 
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A Remarkable Record! 


The Independence Indemnity Company wrote 


its first policy in January, 1923. Here is the record 
of its premium income since that date— 








January, February, March, . 1923 . $ 264,000 


April, May, June, .... 1923 . 910,000 
July, August, September,. . 1923. . 828,000 
October, November, December, 1923. 698,000 





Total for the year 1923 . . «$2,700,000 





January, February, March, . 1924 . $1,214,000 
April, May, June, ... . 1924 . 1,496,000 
Total, first six months 1924 . $2,710,000 





The record is the evidence! It shows that the 
Company wrote more premiums in the first six 
months of 1924, than during the entire year of 1923. 


The Independence is proud of its growth, proud 
of its Agency Force and proud of its recognition 
as the “Human Relations” Company, to which 
it attributes a large part of its success. 


2 


Me Independence 
——~ 5 Indemnity Company 
Head Office: PHILADELPHIA 


CHARLES H. HOLLAND, President 












The Seal of Independence Indemnity Company 
showing Independence Tower as seen from the 
windows of the new Home Office Building of 
the Company 


This Company maintains human relations with its Agents, Brokers and Policyholders 
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JUST AS THERE IS A CERTAIN STANDARD 
FOR THOSE WHO INVEST IN BONDS, 
THERE IS A SIMILAR STANDARD FOR 
THOSE WHO REQUIRE INSURANCE. 


TODAY THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY IS THE SYMBOL OF 
THE HIGHEST STANDARD OF SECURITY, 
PROTECTION AND SERVICE. 


OYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager 
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